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“Business Is Good’ —Minnesota Mutual 


NEW PAID BUSINESS the first six months of this year was over 
20% ahead of the same period last year. Much of the in- 
crease can be attributed to the FAMILY POLICY, our "All 
in One" Plan which insures the entire family under ONE con- 
tract. In addition— 


WE OFFER: 


A liberal agency contract. 


A plan for financing your agency. 
Accounting methods to guide you. 
Proven plans for finding—training agents. 
A liberal financing plan for your agents. 
A unique supervisory system. 

Organized Selling Plan. 


Unusually effective selling equipment. 


Oo PNM Pw ND 


Policies for every purpose: Regular—Juvenile— 
Women—Group—Payroll Savings, etc. 


10. Low Monthly Premiums. 


A $217,000,000.00 Mutual Company, 58 years old 
with an understanding, cooperative Home Office. 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


Saint Paul, Minnesota 
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Acacia offers: 


I. First Year Commissions IV. Disability Benefits 
II. Monthly Income V. Death Benefits 
III. Quality Bonus VI. Retirement Privileges 


Acacia’s Opportunity Contract is a distinctly differ- 
ent plan of compensation, years removed from the 
experimental stage. 


It makes an agent’s income more regular. 
It gives greater reward for quality business. 


It helps an agent increase his income, even in depres- 
sion years. 


It eliminates an agent’s fears about the financial 
future of himself and family. 


This contract puts a premium on permanency of em- 
ployment and offers an incentive to build on quality 
business. Earnings do not decrease in later years as 
they would under the usual renewal contract; instead, 
an Acacia agent increases his compensation every 
time he adds $25,000 to his insurance in force. 


An agent working under an ordinary renewal con- 
tract has two handicaps—an automatic decrease in 
renewal commissions every year after the tenth, and 
lesssened earnings in later life through decreased pro- 
duction because of reduced activity. 


Why Acacia Agents Enjoy Unusual 
~ FINANCIAL SECURITY 





Instead of having to contemplate the position in 
which he would ordinarily find himself as a result of 
these two handicaps, an Acacia agent can look for- 
ward to a steadily increasing monthly income and a 
substantial competence for his old age, aided and 
encouraged by the Company through reduced pro- 
duction requirements at sixty and again at sixty-five. 





Passing years do take their toll, and lessened physical 
energy is reflected in decreased earnings. 





Acacia realizes this fact and helps the agent solve his 
old-age problem. 








He can participate in a voluntary and mutually-con- 
tributory retirement plan. 







He is safeguarded in his daily work against the ever- 
present hazard of permanent or even temporary total 
disability. 








His family is assured of the continuance of income 
for a period of years after his death. 







Everything possible has been done to lessen worry or 
concern about the future, thereby enabling the agent 
to work with maximum effectiveness. 
















Acacia is proud of this great forward step — increased compensation, 
permanency of employment and security in old age, through the Acacia 
Opportunity Contract. It is all described in an interesting booklet 


ACACIA 


MUTUAL LIFE INSURANCE COMPANY 


WILLIAM MONTGOMERY, President 
























Branches in Sixty Principal Cities Home Office, Washington, D.C. - 
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Pink Sets Forth 

New York Policy 

in Examinations 
Will Use namie Plan 


So Far as Other States are 
Concerned 





NEW YORK—Examiners of 10 
other states were participating in the 
examinations of six New York State 
insurance companies on Sept. 1 in a 
continuation of the program of Superin- 
tendent Pink to cooperate with the Na- 
tional Association of Insurance Com- 
missioners in its plan of convention ex- 
aminations of companies doing business 
in three or more states. 

These are regularly scheduled exami- 


nations of the New York companies and 
while the examiners of the other states 
are participating fully in the work they 
do not sign the official New York re- 
port as the New York law permits only 
New York civil service examiners to do 
that. The outside examiners do, how- 
ever, sign the reports which are submit- 
ted to other states. 


Companies Being Examined 


Companies being examined in cooper- 
ation with other states and the states 
represented in these examinations under 
the zone plan of the National Associa- 
tion of Insurance Commissioners are: 
Glens Falls and Commerce with one 
West Virginia examiner representing 
Zone 2; Glens Falls Indemnity with 
one Louisiana examiner participating on 
behalf of Zone 3. 

New York Life with one examiner 
from each of the following states repre- 
senting the zones indicated: Maryland, 
Zone 2; Missouri, Zone 3; Iowa, Zone 
4; Oklahoma, Zone 5; Idaho, Zone 6. 

Alabama is representing Zone 3 and 
Minnesota is representing Zone 4 in an 
examination of the Guardian Life now 
in progress. Pennsylvania is represent- 
ing Zone 2 on the examination of the 
Security Mutual Life. 


Other Companies Being Examined 


A number of other New York com- 
Panies are now undergoing their regu- 
lar statutory examinations but the work 
either was started before Superintend- 
ent Pink agreed to try out the zone 
plan of examining companies on a lim- 
ited scale, or the companies were con- 
sidered too small to justify calling in 
any outside examiners. It is understood 
that two or three of the larger fire com- 
Panies are due for examination in De- 
cember and that participation will be 
invited in these. Examiners of most of 
the states collect daily fees and suste- 
hance charges totaling about $35 and 
uperintendent Pink contends this is an 
unwarranted expense on the small com- 
panies, 

While Superintendent Pink desires to 
Cooperate as fully as possible with the 
other states in the matter of examina- 
tions he has always held that the num- 
ber of examiners invited should depend 
(CONTINUED ON PAGE 15) 








Advertising Conference 
Men Give Suggestions 





A. A. Fisk of the Prudential, president 
of the Insurance Advertising Confer- 
ence, in his annual report at Osterville, 
Mass., this week said truth in advertis- 
ing is accepted as a fundamental today 
and in no place more so than in the in- 
surance business. It is a safe statement, 
he said, to make that no insurance ad- 
vertisement can be challenged as to its 
truthfulness and accuracy and this is a 
great source of satisfaction to insurance 
men. A sympathetic public understand- 
ing of the business, he finds, has been 
developed both in the field and home of- 
fice in all parts of the country. 


Public Confidence Established 


With half of the population insured, 
public confidence in insurance is so well 
established that it is doubtful if policy- 
holders will permit anyone to do direct 
harm to the insurance business. The 
public, he said, learns how it can pro- 
tect itself through insurance. The agents 
complete the arrangement and the com- 
panies assume the risk. Several com- 
panies, he said, have undertaken new 
types of advertising this year particu- 
larly the Mutual Life of New York and 
the New York Life. Moving pictures 
are still being successfully used by some 
companies. A beautiful color insurance 
advertising is appearing in some of the 
insurance, papers. The New York 
world’s fair, he said, will see insurance 
well represented. There have been 
many unusual forms of direct mail so- 
licitation developed this year said Presi- 
dent Fisk. Canadian life companies are 
entering their 19th successful year of 
cooperative newspaper advertising. In 
one state insurance advertising was used 
in a primary election. High pressure 
salesmanship, President Fisk said, is be- 
ing gradually reduced by insurance sur- 
veys and insurance programming. In- 
surance advertising, he said, has shown 
an increase in the national magazines 
and insurance papers this year and a 
constant increase during the last five 
years. 


Public Relations Work 


S. G. Wingfield, as public relations 
counsel, said that some people have the 
idea that it is easy to get free publicity. 
“We never get something for nothing,” 
Mr. Wingfield said. There are a great 
many people, he said, who have great 
difficulty differentiating between pub- 
licity and notoriety. To them anything 
that gets in the newspapers is publicity. 
The newspapers are dependent on news. 
“There is not a newspaper in the coun- 
try that would not thank you,” said Mr. 
Wingfield, “if one picked up a phone, 
sent a letter or telegram giving a good 
story that it didn’t have and would not 
have gotten otherwise.” It is all the 
public relations counsel can do in this 
direction, he said. 


Attitude of the Press 


The attitude of the press is this, he 
stated: “If it’s news we’re glad to get 
it; if not, to hell with it.” In the hands 
of an inexperienced person, publicity, he 
said, is just as harmless as a ton of TNT 
because in this work ability is essential 
but the most important of all, he de- 





clared, is experience. As he put it, “A 
public relations counsel is constantly ex- 
perimenting with the dynamite of human 
emotions.” Mr. Wingfield asserted that 
one of the all-important factors in pub- 
licity is timing. He said, “We hear a 
lot nowadays about business being mis- 
understood, misjudged and mistrusted. 
Yet business has, right at its elbow, all 
the machinery necessary to remedy this 
condition because every business prob- 
lem is primarily a human one, for it 
begins and it ends with a group of hu- 
man beings who are its employes, its 
stockholders, its dealers, its bankers and 
its customers.” Public relations, he 
said, can never take the place of adver- 
tising because advertising is primarily a 
sales force. Public relations, he con- 
tinued, makes no pretense at selling 
goods but it is teamed up with advertis- 
ing to do a tremendous job of making 
and building friends for a business. 


Money Can Be Saved 


Thatcher Nelson, service manager and 
art director of Oxford-Print at Boston, 
revealed unsuspected chances to save 
money by such means as proofreading 
and counting copy before setting, by 
clever duplication of art work and group- 
ing of plates and by use of paste up 
before makeup to reduce correction 
costs. He said that many advertising 
managers are permitting costs to pile 
up in a direction where it is easy to save 
money. 

B. R. Canfield, director of sales and 
advertising of Babson Institute, said that 
advertising can seldom do the entire 
job alone. The agent should under- 
stand the use of insurance advertis- 
ing in his work. His curiosity as to 
the use of advertising by salesmen has 
led him to make extensive investigations 
with the cooperation of buyers in a wide 
variety of lines. 


Dictagraph System Employed 


Through the use of secret dictagraph 
equipment he has had his ear to the 
keyhole in many buyers’ offices and has 
obtained interesting evidence to show 
that the average salesman fails to use 
advertising as he should in his work. A 
salesman, he said, would secure through 
the medium of advertising, information 
in advance of the sales call and in this 
way pave his way and avoid the apolo- 
getic negative interview. He studied the 
work of two insurance agents over a 
period of years. They were young men, 
about the same age, 27 and 29. One 
made four times as many sales as the 
other and earned twice as much money. 
One discovered that he could use direct 
mail advertising with excellent effect. 
He used advertising to follow up his in- 
itial contacts and keep the interest of 
prospects alive between interviews. 

A. B. McIntire, vice-president Pep- 
perell Manufacturing Company of Bos- 
ton, said that the insurance companies 
have made people insurance conscious. 
Men in advertising, he declared, had fal- 
len down on the job. They had failed 
to scale the hills of hard work and the 
hardest one is thinking. He said that 
they had chosen to use only a small part 

(CONTINUED ON PAGE 14) 





President Fulton 
Gives Frank Talk 


on Agents Faults 





Tells What Should be Done 
to Strengthen the Cause in 
the Field 





PITTSBURGH—James A. Fulton, 
president of the Home Life of New 
York, was the speaker at the first fall 
meeting of the Pittsburgh Life Under- 
writers Association this week. His 
topic was ‘The Life Underwriters—the 
Companies—and Their Common Prob- 
lem.’ 

Mr. Fulton said in part: 

“I do not want to assume the role of 
a pessimist, but still I think it would be 
healthy once in a while to face some of 
the faults in our business and see what 
we can do about some of the things 
that are retarding influences. After all, 
we are not perfect and we might as well 
look for the beams in our own eye in- 
stead of waiting for someone else to 
point them out. 


Recognition of Agency System 


“There never was a time when, on its 
record, life insurance had earned and 
was receiving greater confidence and 
approval from the American public. In 
spite of this there is one primary prob- 
lem which the companies and the field 
face together. We might as well recog- 
nize the fact that in spite of the splen- 
did record of the American life insur- 
ance salesman, he, for some reason, does 
not enjoy the same acceptance in the 
public mind as the institution itself. The 
whole structure of American life insur- 
ance is built on our agency system and 
it is imperatively necessary that the rec- 
ognition of the worth of that agency 
system by the public shall keep pace 
with their esteem of life insurance itself. 
This is the greatest common problem 
Pe today by the companies and the 

eld. 

“What are some of the factors which 
have built up resistance to your efforts 
and what can we do about them? I 
should like to attempt to list some of 
them,—some of them which are purely 
under the control of the agent himself. 

“Every life insurance interview that 
was ever made without adequate prepa- 
ration helped build sales resistance for 
every life insurance man who subse- 
quently interviewed the prospect. Let 
a life insurance representative claim the 
time of a busy man and then I him 
have no definite, clear-cut story to pre- 
sent,—let him stammer and halt and be 
vague and indefinite and for a long time 
after that any other life insurance man 
is going to have difficulty getting an 
interview. 

“Let a life insurance man predicate 
his appeal on his need rather than the 
need of the prospect. Let him wangle 
a policy out of his prospect to help him 
out, to honor the president, or to win a 
trip, and although he make a sale he 
has diminished in the mind of his pros- 
pect the respect which he should have 

(CONTINUED ON PAGE 13) 
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Direct Prospecting Method 
Explained by “Pep” Dawson 





A splendid exposition of modern 
prospecting methods was given by C. 
Preston (“Pep”) Dawson, general agent 
New England Mutual, New York City, 
at the first fall meeting of the Chicago 
Association of Life Underwriters. There 
are five prospecting methods, he said: 
(1) Build natural contacts, outside the 
business as well as in it; (2) the so- 
called endless chain method, asking 
leading questions; (3) qualify names 
and secure introductions (the center of 
influence method); (4) qualify names 
without introduction; (5) direct (cold) 
canvass, the latter to be made either 
by personal call, direct mail or tele- 
phone approach. The first three meth- 
ods give what Mr. Dawson terms three 
point prospects, 

here are many agents who do not 
develop their natural contacts, Mr. 
Dawson said. They alibi that they can- 
not devote so much time to the outside 
activities or that they do not wish to 
commercialize their social and _ civic 
contacts. 


Many Inexpensive Activities 


“IT find such activities clinch friend- 
ship,’ Mr. Dawson commented. “For 
instance, it does not cost much to be- 
long to a parent teachers association— 
only $1 a year. Also how about work 
on a Y. M. C. A. board or in a com- 
munity chest drive? I don’t believe the 
country club is the only place where 
one can meet people of the right sort, 
and activities such as P. T. A. or Y 
C. A. each will require only about one 
evening a month.” 

Mr. Dawson said he was _ inveigled 
into P: T. A. work, having stayed away 
from meetings for a considerable time 
until a nationally known speaker was 
secured whom all the men in the neigh- 
borhood wanted to hear. Thereafter in 
four months he found he had added 
about 75 good, well qualified prospects. 
Obviously, he said, all prospects se- 
men through the P. T. A. had chil- 
dren. 

“The easiest man to sell is the father 


of children,” he said. “It is easier to 
sell a father than a husband; it is also 
easier to sell a husband than a single 
man who has no responsibilities. 

“Everybody is not a prospect for our 
product, so why should we continue to 
kid ourselves? If a man who has 15 
children is spending more money than 
he earns, we can’t sell him without re- 
forming him. Give me the man who is 
thrifty; he is my best prospect. 

“The life insurance salesman who 
does not discuss life insurance and es- 
tate matters with his friends is not a 
true friend.” 

The second, or leading question, 
method, Mr. Dawson said, has been 
tried by many agents without success 
because they asked the questions wrong. 
He said when an agent asks a friend to 
name someone who may be a prospect 
for life insurance he deserves to get the 
reply that he usually gets, “I can’t think 
of anyone.” A second method which is 
a little better is to describe the type of 
man, such ag one who is in the medium 
age range, married, with children, etc. 
Still such a question results in a large 
percentage of failures. 


How to Develop Leads 


Mr. Dawson said the most natural 
way is to mention a name, ask a few 
casual questions about the man’s setup. 
Thus when a doctor is sold life insur- 
ance, right across the hall the agent 
may have seen the name of another doc- 
tor. Mr. Dawson said he has an inhibi- 
tion against asking more than two ques- 
tions in such circumstances, as he feels 
friends object to an inquisition. 

Mr. Dawson suggests a three-point 
technique: (1) Ask a leading question 
to have the center of influence mention 
a name (in most cases it will be merely 
to say that he knows the man the agent 
has mentioned); (2) ask a question to 
qualify the name as to the need and 
ability to buy; (3) secure an introduc- 
tion. 

“What I really want is a reference, 





(CONTINUED ON PAGE 15) 





Made Vice-President of 
John Hancock Mutual 





PAUL F. CLARK 


The directors of the John Hancock 
Mutual Life have elected Paul F. Clark 
a vice-president. He will concentrate 
his activities on group insurance and 
district office administration. Mr. Clark, 
whose new appointment becomes effec- 
tive Oct. 1, has been general agent in 
Boston since May 1, 1921, prior to 
which he was an agent for the company 
in Baltimore. ; 

In 1929 Mr. Clark served as president 
of the National Association of Life Un- 
derwriters and has been twice elected 
vice-president of that organization, 
which he now serves as a trustee. He 
is a director of the American College 
of Life Underwriters and was president 
of its national chapter in 1934-1935. He 
attended Staunton Military Academy, 
Dennison University in Ohio and in 
1914 graduated from the Wharton 
School, Pennsylvania University. 

Mr. Clark is vice-president and direc- 





tor of the Boston chamber of commerce. 


SEC Sends First 
Questionnaires 
to Life Companies 


More Details to Be Sought 
Later—Organization Set-up 
Asked 


WASHINGTON, D. C.—Investiga- 
tion by the Securities & Exchange Com. 
mission of the investment policies of the 
insurance companies and their effect 
upon monopolistic trends in other lines 
was actively launched with the mailing 
of the first of a series of questionnaires 
to some 400 legal reserve life com- 
panies. 

A second and more detailed question- 
naire will later be sent to the same com- 
panies. Questionnaires also are ex- 
pected eventually to go to fire and cas- 
ualty companies. 

The questionnaire just distributed is 
comparatively simple and covers largely 
details of the organization and_opera- 
tion of the companies, most of which 
information, it was admitted by SEC 
officials, is readily obtainable elsewhere 
but was asked directly so that the com- 
panies may be put on record. 


Blaisdell Explains Action 


In a letter accompanying the prelim- 
inary questionnaire, six copies of which 
were sent to each company, Thomas C, 
Blaisdell, Jr., director of the commis- 
sion’s monopoly study, explained that 
the purpose of the questionnaire “is to 
obtain information which will enable us 
to interpret more intelligently the posi- 
tion of the companies as they operate 
in the industry. We recognize that 
much of the information is already pub- 
licly available, and that commercial re- 
porting agencies supply additional data 
unofficially. We are asking for the sub- 
mission of this information, however in 





(CONTINUED ON PAGE 15) 





WESTERN & SOUTHERN PREXY AND “THE BOYS” 





CHARLES F. WILLIAMS 


CINCINNATI—President C. F. Wil- 
liams of the Western & Southern Life 
is holding a series of regional. meetings 
which will be attended by 4,700 field 
men, the purpose being to acquaint the 
entire field with the company’s ordinary 
objectives, outlined to the managers, 
superintendents, and leading agents at 
the 50th anniversary celebration in Cin- 
cinnati. 

Mr. Williams is accompanied by his 
three sons, ‘Charles M., vice-president; 





William J. and James R., who are 


CHARLES M. WILLIAMS 


demonstrating their mettle in the various 
departments. The “boys” are affec- 
tionately known to the field as 
“Charley,” “Billy” and “Jimmy.” Vice- 
President C. M. Williams started with 
the company several years ago on a 
debit in Norwood, O. He later went 
into the home office and has been giving 
his time most recently to investments. 
William, named after his uncle, the late 
W. J. Williams, a founder and president 
for many years, became associated with 





the company in April and has found 


WILLIAM J. WILLIAMS 


his interests in the agency department. 
James, the youngest son, has come with 
the company on a permanent basis only 
recently. Last summer he took a debit 
in the Cincinnati East district and pro- 
ceeded to write $132,000 ordinary. All 
three of the boys attended Georgetown 
University, Washington, D. C. They 
are all directors. 

The regional meetings and the num- 
ber attending each are as follows: Cin- 
cinnati, Sept. 10, 650; Pittsburgh, Sept. 
17, 600; Chicago, Sept. 24, 800; Cleve- 





been inspirational and highly succes 


JAMES R. WILLIAMS 


land, Oct. 1, 600; St. Louis, Oct. 8, 500; 
Indianapolis, Oct. 15, 450; Detroit, Oct. 
22, 550; Columbus, Oct. 29, 600. 

President Williams stated at the 
golden jubilee celebration that the aim 
was to have two-thirds ordinary in force 
and one-third industrial, $2,000 ordinary 
paid for every dollar of industrial in- 
crease, $50,000 ordinary being consi 
ered the minimum production from 
every field man. 


The regional gatherings, to date, oe 
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Western Regional 
of Conn. General 
Draws Big Crowd 





Leading Agents from Erie 
and Pittsburgh West Gath- 
er at Green Lake, Wis. 





By JOHN F. WOHLGEMUTH 
GREEN LAKE, WIS.—Any rate of 


interest below 5 percent on policy loans 
he would regard as inimical not only to 
the companies but to the policyholders, 
declared Supt. H. J. Mortensen of Wis- 
consin in a talk to the western regional 
conference of the Connecticut General 
Life, in session here the first three days 
of this week. 

This year the company for the first 
time divided its agency convention into 
sections. The first meeting was held 
at Swampscott, Mass., two weeks ago. 
The western conference includes every- 
thing west of Erie and Pittsburgh, to 
Omaha. A coast regional will be held 
at Del Monte, Cal. ; 

About 125 men and 50 women are in 
attendance on credentials won in pro- 
duction. Vice-president F. H. Haviland 
in opening the sessions announced that 
more agents won the convention trips 
this year than ever before. 


President Wilde’s Comment 


President F. B. Wilde welcomed the 
agents in a talk in which he touched on 
current events. His first point was on 
public relations. He remarked that the 
agents have to contend with a flood of 
critical books, articles and so forth. He 
stated that the committee at the instiga- 
tion of the Life Presidents Association 
was working hard on this problem and 
should be ready to report this fall. 

Meanwhile what should insurance 
men do? Their clients and prospects 
are entitled to have questions answered 
if they make them in good faith. 

It isn’t always easy to explain some- 
thing that one knows well oneself. Per- 
haps there should be some handbooks 
to take up and explain succinctly and 
clearly some of the more common ques- 
tions, Perhaps there should be more 
organized question and answer periods 
as a part of agency meetings. 


Are Honestly Puzzled 


Some of the questions raised are 
taken over by clients who are honestly 
puzzled. The answers are very largely 
rooted in the basic theory of legal re- 
serve life insurance. It is therefore vital 
to understand and explain. That insur- 
ance plan which is sound and vital for 
the majority does not always seem valid 
When applied to the individual case. 
Running through every aspect of the 
business is the theory of average, or the 
greatest practical good for the greatest 
number. This applies to economic situ- 
ations and forms of policies as well as 
to mortality. 


Principle of Mutuality 


Another principle is mutuality, and 
that is true even if it is a stock policy. 

man does not pay loan interest “on 
my own money.” The company does 
hot “confiscate the investment part of 
the premium. The privileges of loans 
and surrenders must be fair to all. The 
oe can be changed but that will 
change the cost. The distinction be- 
tween life insurance and savings fund 
and other private investments is not ap- 
parently made with sufficient force. 
. Mr. Wilde referred to the SEC inves- 
> noe He reminded the agents that 
vt o€s not single out life insurance. Life 
: surance is a large business, and could 
ot be overlooked in an investigation of 
(CONTINUED ON PAGE 12) 








Frederick White, an 
Agency Founder, Dies 








FREDERICK WHITE 


MINNEAPOLIS+—Less than a week 
after White & Odell agency, Minnesota 
state managers for Northwestern Na- 
tional Life of Minneapolis, celebrated 
the opening of their new and enlarged 
quarters in downtown Minneapolis, 
Frederick White, one of the founders 
of the agency, died at Rochester, Minn. 
Death came Tuesday morning, three 
weeks after an operation from which he 
at first seemed to be recovering. He 
was 68 years old. Funeral services were 
held in Minneapolis. Burial will be at 
Hackensack, N. J. 

Mr. White was born in New York 
City, Nov. 14, 1869. His parents died 


Consecutive Weekly 
Record is Made for 
604 Weeks by Lampz 





John S. Lampz of Hagerstown, Md., 
has completed his 604th week of con- 
secutive weekly production and accord- 
ing to the Travelers, which he repre- 
sents, he becomes the champion con- 
secutive producer of its organization. 
Over 13 years ago he went to Hagers- 
town almost a complete stranger. He 
knew only one man when he arrived 
there. He started on a cold canvass 
basis but now through his many busi- 
ness activities, membership in civic or- 
ganizations and church work he has 
created a large circle of friends. The 
Travelers states that whenever the head 
office or the Baltimore branch stages a 
campaign or contest he is one of the 
first to get going. He desires to main- 
tain his weekly production record un- 
broken and it keeps him always on the 
more. As the Travelers puts it, “He is 
always rolling along in high gear.” 











when he was 214 years old. After com- 
pleting his schooling in New York City 
and at the Spring Valley (N. Y.) School 
he entered the service of the Young 
Men’s Christian Association. He was 
with that organization for 16 years, as 
secretary at Poughkeepsie, N. Y., and 
Camden, N. J., and later as associate 
state secretary in Massachusetts and 
Rhode Island. For seven years he had 
charge of the religious work of the Chi- 
cago Central Association. 


Enters Life Insurance 


Mr. White went to Minneapolis in 
1905 and for two years was branch 
manager of the Columbian National 
Life. In 1908 he joined the agency or- 
ganization of Northwestern National 
Life, and on Jan. 1, 1909, with C. M. 
Odell, established the White & Odell 

, (CONTINUED ON PAGE 13) 








the money. 


+ 


Independence Square 





DICED WITH DEATH! 


This 70-year-old policyholder called at one of our Agency 
offices in the middle of August. He came, he said, to surrender 
his policy. He had determined to take the cash value, invest 
it, reinvest the income, and each year he would add to the 
fund the amount of the discontinued insurance annual pre- 
mium. And he declared that at his death his family would 
receive more than if he kept the policy in force. The General 
Agent, one of our ablest, did his best to dissuade him. He 
left, saying he would think it over. 
ter requesting that the surrender check be sent to him. 


The account:—A $10,000 Ordinary Life in force long 
enough to have a cash value of $5,205.10. Accumulated divi- 
dends of $224.56,—on and off he had taken some of the divi- 
dends. Final dividend, $90.90. Total, $5,520.56. 


And so this man of 70, whose expectancy was nearly 
reached, at once began to dice with Death. On the eleventh 
day after the cash surrender he lost! The wrecking of this 
protective insurance investment cost his family $4,794.90. The 
pity of it!—the more pitiful because his family bitterly needs 
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THE PENN MUTUAL LIFE INSURANCE CO. 


Wu. H. Kinestey, President 


In a few days came a let- 
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Presideht Wood 
of Sun Life Views 
U.S. Probe 


Sees No Need for Investiga- 
tion But Doesn’t Fear Im- 
partial Quiz 








President Arthur B. Wood of Sun 
Life of Canada, in addressing the 
agency convention of his company in 
Del Monte, Cal., expressed the belief 
that an investigation into any phase of 
life insurance is neither necessary nor 
desirable at present. He was referring 
to the contemplated SEC investigation 
of life company investments as part of 
the federal anti-monopoly probe. 

Life insurance business itself, accord- 
ing to Mr. Wood, is anything but a mo- 
nopoly since there are more than 300 
companies in the field. The $5,000,000,- 
000 of accumulated assets, he said, sug- 
gest that a great control over industrial 
economy is lodged in the companies. 
The purpose of the investigation is to 
determine the use to which these aggre- 
gate resources have been put and their 
influence as a major financial and credit 
power. 

“With over 300 life companies on the 
continent,” Mr. Wood declared, “ac- 
tively competing with each other for 
business, each endeavoring to invest the 
policyholder’s funds safely and as prof- 
itably as possible within the investment 
restrictions of the laws, in order to pro- 
duce a low net cost of assurance, and, 
in general, to give the best possible 
service, the features of a monopolistic 
institution can hardly be said to exist. 
Life companies are managed primarily 
for the benefit of the policyholder and 
the force of competition can be de- 
pended upon to influence the companies 
to conduct their business with this one 
object in view.” 

Mr. Wood pointed out that the busi- 
ness is subject to great publicity and is 
under close governmental supervision. 
The type of investment that may be 
made and investment practices are con- 
trolled. No director or officer is per- 
mitted to have any pecuniary interests 
directly or indirectly in any investment. 

“The chief purpose of this inquiry is 
to determine whether in the investment 
practices of life companies the huge 
funds under their control are being used 
as an instrument of economic power. 
Whether the inquiry will be extended to 
other phases of the business is uncertain 
but any investigation of an impartial 
and unbiased character should not cause 
the life companies any concern apart 
from the expense and inconvenience to 
which they may be put. It would be un- 
fortunate if the inquiry should develop 
along such. lines as would raise misgiv- 
ings in the minds of the public and tend 
to shake that confidence which they 
now enjoy. The publicity resulting 
from an impartial investigation should, 
however, further strengthen that confi- 
dence.” 


Plans Are Completed for 
Southeastern Kansas Meeting 








Plans have been completed for the 
first annual sales congress of the South- 
eastern Kansas Life’ Underwriters As- 
sociation to be held in Pittsburg, Oct. 
14. The program will include prominent 
speakers both local and national. Hol- 
gar Johnson, vice-president National 
Association of Life Underwriters; War- 
ren Woody, agency manager Equitable 
Society, Chicago, and Donald Stewart, 
attorney and author of the book, “The 
High Cost of Dying,” will be the main 
speakers. 
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Map Topics‘For 
Joint Actuarial 
Meeting in N. Y. 


Twenty-three Englishmen 


to Attend Society Institute 
Rally Oct. 5-7 


The attendance of a number of promi- 
nent British actuaries will provide a 
special feature of the joint meeting of 
the Actuarial Society of America and 
the American Institute of Actuaries 
which will be held at the Waldorf- 
Astoria in New York on Oct. 5-7. 

These 23 British actuaries have ac- 
cepted the invitation to attend: 

A. G. R. Brown, Life Association of 
Scotland; F. L. Collins, General Rever- 


sionary & Investment Company; C. R. 
V. Couts, Provident Mutual Life Assur- 
ance; James Davie, Scottish Provident 
Institution; C. C. H. Drake, Prudential 
Assurance, London; Sir W. P. Elderton, 
Equitable Life Assurance Society, Lon- 
don; G. S. W. Epps, government ac- 
tuary’s department; E. A. J. Heath, 
Medical Sickness, Annuity & Life; A. 
S. Holness, Phoenix Assurance; Robert 
Jeffery, Scottish Amicable Life; J. Mur- 
ray Laing, Britannic Assurance; A. Mc- 
Intosh; Charles Melville, Atlas Assur- 
ance; Col. H. J. P. Oakley, North Brit- 
ish & Mercantile; William Penman, 
Atlas; Colin S. Penn, Scottish Life; E. 
W. Phillips, Manufacturers Life; H. E. 
Raynes, Legal & General; J. Rietchel, 
Sun Life; B. Robertson, Prudential As- 
surance; F. A. Thompson, Pearl Assur- 
ance; C. F. Trustan, Royal; D. R. 
Woodgate, Weslyan & General. 


Topics for Discussion 


The sessions of this meeting will cen- 
ter largely around the informal discus- 
sions. With a view of stimulating an 
interchange of opinion over an unusually 
wide field, the following schedule of 
topics has been arranged: 

Mortality investigations and selection 
of risks—insurance (including non-medi- 
cal business) and annuities: collective 
mortality investigations, with particular 
reference to current experience and the 
continuous study thereof. 

Selection of risks, extra ratings for 
occupation, habitat, etc. 

Investment policy of life companies 
with reference to security of principal, 
rate of return, diversification as to type, 
period to run, etc., and marketability. 

Rate of interest earned, with general 
reference to current trend, extent of 
guarantees in insurance policies and an- 
nuities, etc. 

Valuation of assets and liabilities. 

Policy contracts: General provisions, 
with particular reference to incontest- 
ability, suicide clause, settlement option 
clauses and agreements, non-forfeiture 
values, rate of interest on policy loans. 

Actuarial basis of premiums, reserves 
and non-forfeiture values, participating 
and non-participating contracts: life in- 
surance and annuities. 

Social Security Plans: Old age bene- 
fits, widows’ and orphans’ benefits, un- 
employment insurance, invalidity. 

The British visitors are expected to 
arrive about two weeks before the meet- 
ing to enable them to spend a little 
time in Montreal and Toronto. They 
also expect to devote a day or two in 
Washington, D. C. 

A banquet with musical entertainment 
will be given for members, ladies and 
guests Oct. 5. 


Director of Fire Companies 

Leighton McCarthy, chairman of the 
board of the Canada Life and former 
president, has been elected a director of 
the Western and British America of 
Toronto. 





New York Life’s Leaders 
In Clubs Are Given 


H. W. Hughes of Kansas City 
Is the Ranking Agent of the 
1938 List 


H. W. Hughes of Kansas City be- 
comes president of the Top Club of the 
New York Life as its club year has 
closed. He paid for $1,265,378. He is 
38 years of age. He started soliciting 
when he was 19. Benjamin Leven of 
the Hollywood branch becomes chair- 


*man of the Top Club’s advisory board, 


He started with 
There are 


paying for $595,353. 
the company in July, 1932. 

five vice-presidents-at-large. W. Wel- 
don Hall of Oklahoma gets the first 
honors, paying for $688,651. E. S. Mc- 
Coach of the Broad street Philadelphia 
office becomes next with $618,461. E. T. 
Golden of the San Francisco Clearing 
House is next in rank with $576,998. 
K. C. Fitch of the Wichita Kan., office 
had $485,587. C. M. Sessions of Daven- 
port, Ia., wrote $479,958. S. D. Ein- 
stein of the Trenton, N. J., branch, is 
vice-president of the Atlantic depart- 
ment with $579,017. W. H. Kelly of 
the San Francisco Clearing House is 
vice-president of the central Pacific 
department with $454,538. J. C. Smith 
of Oklahoma is vice-president of the 
southwestern department with $451,760. 
L. K. Sims of Los Angeles heads the 
Southwestern department with $450,957. 
Ben Sekt of Sioux City had $438,751. 
L. L. Lifshey of the Vanderbilt avenue, 
New York City, branch, reported $429,- 
291. E. C. Moore of Wichita heads 
the Great Plains department. 


Other Leaders Given 


E. C. Moore of Wichita heads the 
Great Plains department with $428,769. 
Jack Manfield of the Bankers building, 
Chicago, comes next with $402,000 and, 
therefore, is vice-president of the cen- 
tral department. C. F. McClendon of 
Shreveport, who is vice-president of the 
south central department, had $370,936. 
F, L. Morton of Florida with $354,500 
is vice-president of the southern de- 
partment. He is known as an author- 
ity on taxes and uses his knowledge 
with much success. F. A. Snyder of the 
St. Paul office heads the northwestern 
department with $350,020. K. G. Wildes 
of Alaska, is vice-president North Pa- 
cific department, with $347,275. This 
is the Top Club’s first vice-president 
from Alaska. Mr. Wildes has made 
remarkable progress in that country. 
He joined the New York Life in Janu- 
ary, 1936. H. E. Henry of Morgan- 
town, W. Va., with $327,382 is joint 
vice-president of the Allegheny depart- 
ment. The other member of the firm 
of Henry & Kite is Don C. Kite, he 
splitting with his partner with $327,382. 
He and Mr. Henry have each produced 
business at the rate of 10 or more ap- 
plications a month for many years. 


H. P. Trosper’s Formula 


J. E. Watkins of Lake Charles, La., 
of the Gulf department had $319,657. 
P. Trosper of Detroit heads the 
great middle department with $317,452. 
Mr. Trosper follows the rule, “See the 
thing clearly and tell it plainly.” He is 
a great believer in income insurance and 
has arranged about 90 percent of his 
business on that plan. F. S. Beckett 
heads the eastern department with $306,- 
332. N. F. Bissell with $272,301 heads 
the northwestern department. He has 
concentrated particularly on the higher 
premium plans and has sold many an- 
nuity endowment policies. 


Seven Women in Top Club 


There are seven women in the Top 
Club, they being Mrs. M. H. W. Ben- 
nett in the Bankers building branch at 
Chicago; Mrs. Gertrude Brandewein, 
Madison Square, New York City; Miss 
Fannie Specter, Dearborn branch, Chi- 
cago; Mrs, Blanche Hort, Davenport, 





Colborn Is Endorsed for 
Trustee by 49 Units 





EARL F. COLBORN 


The “Colborn for Trustee” committee 
of the Rochester, N. Y., Life Under- 
writers Association reports that 49 as- 
sociations have endorsed Earl F. Col- 
born for nomination and election as na- 
tional trustee. E. J. Schlitzer, general 
agent of Massachusetts Mutual and 
president of the Rochester association, is 
chairman of the committee. The 49 as- 
sociations are located in 26 states. 

Mr. Colborn is general agent in Roch- 
ester for Connecticut Mutual Life. After 
several years of successful teaching ex- 
perience at Miami University, Oxford, 
O.; his alma mater, he entered the life 
insurance business in 1915 with Con- 
necticut Mutual -in Rochester. The 
next year he became a partner in the 
Hills & Colborn general agency of 
Connecticut Mutual at Rochester. In 
1918 he was given sole charge of that 
agency and in 1924 he was placed in 
charge when the Rochester and Syra- 
cuse agencies were consolidated. Since 
1924 the Colborn agency has placed 
more than $56,000,000 on the books. He 
has been extremely active in association 
affairs, having served as national com- 
mitteeman representing the Rochester 
association continuously since 1928. 








Invite Houston Attendants 
to Visit San Antonio 


The San Antonio Association of Life 
Underwriters and the San Antonio Life 
Managers and General Agents Club have 
sent out letters to local associations 
throughout the country, inviting their 
representatives to spend a day or two in 
San Antonio in connection with their at- 
tendance at the meeting of the National 
Association of Life Underwriters in 
Houston, and urging that they have their 
tickets routed via San Antonio, either 
before or after the Houston meeting. It 
is stated that this may be done at no ad- 
ditional expense. 

reception committee has been 
named, headed by Lucian T. Jones, 
president Life Underwriters Association, 
and Jesse N. Fletcher, president Manag- 
ers Club, which will arrange a San An- 
tonio sightseeing trip for those visiting 
the city. 











Ta.; Miss C. M. Wright, St. Joseph, Mo.; 
Miss Elva McKenna, Wisconsin, and 
Mrs. Lucille H. DeVore, Memphis. 

H. G. Mickle of the Detroit branch 
is chairman of the eastern division of 
the $200,000 Club. He lives at Homer, 
Mich. G. A. Sutherland of the Min- 
neapolis branch is chairman of the west- 
ern division with $183,051. 


Social Security Slide Rule $1. 
from The National Underwriter. 


Order 





Advertising Men 
in Annual Muster 
on Cape Cod Shore 


Arthur A. Fisk of the Pry. 
dential Presides Over the 
Conference 


NEW OFFICERS ELECTED 


President—Ray C. Dreher, Boston 
and Old Colony. 

Vice-president — David C. Gibson, 
Maryland Casualty. 

Secretary-Treasurer—Robert f., 
Brown, Jr., Aetna Casualty & Surety, 

Executive Committee— New Mem. 
bers: Arthur A. Fisk, Prudential, and 
E. M. Hunt, Mutual Life of New York; 
holdover—W. Leslie Lewis, Agricul. 
tural; C, J. Fitzpatrick, United States 
Fidelity & Guaranty, and Harold E. 
Taylor, American. 


By RALPH E. RICHMAN 


OSTERVILLE, MASS.—The In- 
surance Advertising Conference held its 
annual meeting this week at the Oyster 
Harbors Club here on Cape Cod. About 
75 were in attendance. After the busi- 
ness sessions Tuesday many visited the 
paper mills of the S. D. Warren Paper 
Company in Maine. 

What kind of printed matter induces 
people to buy and keep paying insur- 
ance premiums? What kind will cause 
them to buy of a particular agent or 
company? How are agents to be sold 
on the use of printed salesmanship? 
These and the technical details of pro- 
ducing printed advertising were the sub- 
jects of discussion. 


Insurance Advertising Increases 


President Arthur A. Fisk, Prudential 
advertising manager, in his address 
opening the general sessions, noted that 
insurance company advertising has been 
increasing in both national and _ insur- 
ance trade publications. He said at least 
one company doing an effective job at 
national advertising would reap greater 
returns if it supplemented that adver- 
tising more fully with space in the in- 
surance journals educating agents on 
the purpose and scope of its effort. 

At the group meetings Monday D. C. 
Gibson, Maryland Casualty, presided 
over the fire and casualty section and 
H. H. Putnam, John Hancock Mutual 
Life, over the life group meeting. 
Speakers at the fire and casualty ses- 
sion were 'C. A. Palmer, North America; 
D. C. Gibson, Maryland Casualty; R. 
W. Gugli, London Assurance, and A. 
D. Grose, Employers Liability. 


Commissioner Harrington Spoke 


A greater use of newspapers for edu- 
cational efforts was urged by C. F. J. 
Harrington, insurance commissioner of 
Massachusetts, at the Monday noon 
luncheon. He said articles in newspa- 
pers explaining the service of insurance 
had proved most effective in his state. 

Among those present who were at 
the organization meeting 16 years ago 
are A. H. Reddall, Equitable Life of 
New York; Harold Taylor, American 
of Newark, and H. H. Putnam, John 
Hancock Mutual Life. Mr. Putnam has 
been present at 29 of the 30 meetings 
since organization. 

E. C. Stone, United States managef 
of Employers Liability, whose summer 
home is near Osterville and who 15 4 
director of the Oyster Harbors Club, 
dropped into several sessions. The Na- 
tional Board of Fire Underwriters r 
represented by H. R. Schauffler an 
A. W. Nelson of its advertising depart 
ment. J f 

Ray C. Dreher, the new president 0 
(CONTINUED ON PAGE 15) 
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Claim Men Take Up 
Adjuster-Attorney 
Issue at Meeting 


Broad Program Is Presented 
at Annual White Sulphur 
Gathering 


NEW OFFICERS ELECTED 


President—A. G. Fankhauser, Con- 
tinental Casualty. 

Vice-president—R. D. Taylor, Sun 
Life of Canada. 

Secretary—Louis L. Graham, Busi- 
ness Men’s Assurance. 

Treasurer—F. L. Templeman, Mary- 
land Casualty. 

Executive committee—Daniel J. 
Reidy, Guardian Life, chairman; C. E. 
Anstett, New York Life; E. D. Millea, 
Equitable Society, and Carl Jones, 
Commercial Travelers, Utica. 


WHITE SULPHUR SPRINGS, W. 
VA—Consideration of the recommen- 
dation of the committee on lay adjusters 
on the proper scope of the activities for 
attorneys and laymen in handling in- 
surance claims was the outstanding topic 
at the International Claim Association’s 
annual meeting here. The committee, 
headed by Harlan S. Don Carlos of the 
Travelers, urged member companies to 
distribute copies of agreement made 
with the American Bar Association at 
its Cleveland meeting, to all their claim 
men. 


Broad Program 


A broad program covering causes of 
claims, preparation of defense, litigation, 
rehabilitation and reclamation of bene- 
fits was presented. In calling the meet- 
ing to order, Robert V. Hatcher, execu- 
tive committee chairman, presented a 
handsome silver mounted ebony gavel 
to President Edward D. Millea, with 
which to preside at the meeting. 

Reporting as chairman of the mem- 
bership committee, Williard E. Hein, 
State Mutual Life, stated that two new 
members had been added during the 
past year, the Occidental Life of Los 
Angeles and the Great Southern Life 
of Houston. 


President Millea’s Address 


President E. D. Millea commended 
the committee on lay adjusters, stating 
that it has written a glorious page in 
the activities of the association. Mr. 
Millea was invited to sit in as a mem- 
ber of the committee to meet with the 
board of health of New York City in 
discussing the new death certificate that 
ad been proposed. It would have 
worked to the detriment of insurance 
Companies had it been inaugurated, he 
opined. 

Mr. Millea said that those charged 
with the administration of claims have 
fallen heir to a great responsibility. It 
1S necessary, he said, in many instances 
to adjust the assured before adjusting 
the claim. The claim department, he 
averred, presents a better opportunity to 
invite public confidence in the institu- 
tion of insurance as a whole than any 
other. Continuing, he said, “Heretofore 
it Was very necessary to pay what was 
ue in accordance with the provisions 
and contracts but in these times we 
must exercise a greater degree of skill 
and diligence in dealing with the public. 
i € must be patient in explaining the 
Overage. We should be careful to con- 
vey the reasons why we can pay only 
What the contract calls for. In other 
Words, we must be more than adjusters, 
Mvestigators or even attorneys.” 
bo r. Millea said it becomes the duty 

the claim department men to remind 


some of the facts regarding insurance. 
For instance, they forget, he said, that 
during the depression the insurance 
companies were among the few paying 
each dollar as it fell due. When adjust- 
ers are faced with a fraudulent situation 
then they must evince courage. When 
they find a claimant who is unfair and 
dishonest then the adjuster must protect 
the interests of those who employ him. 
Adjusters, he said, must not be too fear- 
ful of criticism. 

Mr. Millea expressed a hope that the 
International Claim Association might 
offer some courses of training for young 
men entering that particular field. It 
might well be the means, in his opinion, 
of attracting a high type of individuals 
and it would be a very useful function. 

Heart disease is of increasing impor- 
tance as a cause of death or disability, 
said Dr. George W. Roberts, Jr., pro- 
fessor of medical jurisprudence, St. 





Johns University. All heart disease does 
not occur at the older ages. Among 
children and young adults heart disease 
is almost always the result of some kind 
of infection, the most common of which 
is rheumatism. Rheumatic heart dis- 
ease occurs with great frequency in 
some families and is common in the 
great cities and industrial centers of the 
north although it is rare in the deep 
south. There are a number of questions 
in the field of cardiac disease that need 
solution, said Dr. Roberts. At present 
the actual knowledge in this field is 
meager, although opinions, poorly sub- 
stantiated by evidence, are widely held. 
An interesting discussion on Dr. Rob- 
erts’ paper was led by Dr. Daniel W. 
Hoare, assistant medical director Penn 
Mutual Life. Others taking part in 
the discussion were M. Barratt Walker, 
Thomas F. Hichey and Dr. Cort. 
Monday afternoon’s round table dis- 





cussion was a closed session with Mr. 
Hein as chairman. Edward J. Morris, 
superintendent claims department Equi- 
table Society, spoke on an interesting 
and unusual death claim in litigation. 
John I. McAlexander, assistant treasurer 
of Bankers National Life, spoke on 
monies left on deposit under settlement 
options. R. D. Taylor, assistant super- 
intendent of claims Sun Life of Canada, 
discussed “Liability of the Company on 
a Binding Receipt.” 

Daniel J. Reidy, ‘Guardian Life of 
New York, told of the use of models 
in defense of double indemnity claims. 


Lump Sums Justified 


Although lump sum settlements in 
compensation cases have fallen into dis- 
repute, accident and health and disabil- 
ity claims under life policies present a 
different type of problem, said Dr. F. 
W. Dershimer, associate professor in 








the people in the most effective way 













FARS to LEND 


ADED by dull repetition, few people hear all that goes 
on around them. The busy man closes his ears to the 
average sales presentation. He is as indifferent to it as 
to the sound of his own breathing or the tick of his watch. 
But bring him a new idea—an out of the ordinary 
thought—and he has ears to lend. It’s as simple as all that. 
Keeping on tap a constant stream of new ideas—new 
angles of approach—isn’t a simple matter, though. But 
the John Hancock believes it is worth the effort — and 
keeps its agents supplied with tested sales sentences, which 
help get the interview. 
Prospects ‘‘lend their ears” to the trained John Hancock 
representative because he brings them something in 
exchange for an interview—a new idea—a new approach— 


which commands attention. 
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psychiatry at the college of physicians 
and surgeons, Columbia University, in 
discussing “The Rehabilitation of Ner- 
vous and Mental Cases.” The disability 
claimant is of the higher class, has busi- 
ness experience and can obtain legal 
counsel, so. he does not come in the 
same class as the compensation claim- 
ant. Consequently no sound reason can 
be raised against rehabilitation in a 
lump settlement in case of life and 
health and accident claims. 

The problem in the rehabilitation of 
claimants is one of discovering and re- 
lieving accumulations of emotions which 
have been repressed in most cases over 
a period of years, said Dr. Dershimer. 
Claim men can use certain psychiatric 
principles ‘and if necessary consult a 
psychiatrist in difficult cases. The first 
principle is learning to listen intelli- 
gently. It wins the friendship of most 
claimants and also enables the listener 
to read between the lines of the illness. 
There is no excuse for ever treating 
a claimant discourteously. Every addi- 
tion to the accumulation of emotions 
already present will make the condition 
worse. Courtesy in claims work has a 
high financial value. More flies are 
caught with honey than with vinegar. 
Alert patience, an open mind and an 
unending study of the case are impor- 
tant, said Dr. Dershimer. It is not al- 
ways possible to clear up cases early 
and it is sometimes necessary to await 
the opportune moment, which requires 
constant contact with the patient. 


Factors in Preparation 


The preparation of the defense in a 
heart claim was discussed by James D. 
Ewing of Alexander & Green, New 
York law firm. The first thing is to 
know what is involved in the claim. The 
questions include not only the insur- 
ance, but the amount of monthly dis- 
ability income in all companies involved. 
This information facilitates a decision on 
the expense angle and opens the door 
to cooperation of other interested com- 
panies. 

One thing that is often overlooked 





in the exchange of information is an 
application for new insurance or rein- 
statement of insurance, said Mr. Ewing. 
Whether such an application has been 
accepted or rejected is a matter of prime 
importance. It frequently appears that 
such an application is made to one com- 
pany at a date subsequent to the com- 
mencement of the period of disability 
for which the claim is being made 
against another. Often the application 
of one company shows some prior his- 
tory not disclosed in another. When a 
heart claim is presented there should 
be a prompt and comprehensive exam- 
ination by an outstanding, preferably 
independent authority. 


Favors Movie Testimony 


The testimony of investigators as to 
what they have seen is always available 
and useful, but standing alone it is little 
or rarely of practical value. However, 
it does form a background for motion 
pictures. From the standpoint of the 
preparation of the defense from the oc- 
cupational angle, movies are one of the 
most, if not the most, important sub- 
jects of consideration, said Mr. Ewing. 
Moving pictures of any activity, how- 
ever apparently insignificant, may be 
important at the trial, he said. 

Three essentials in the preparation of 
the defense in a heart action were sug- 
gested by Mr. Ewing: “(1) It should 
start. with all of the available file infor- 
mation of all cotnpanies interested, 
bearing even remotely on the existence 
of either the disease complained of or 
the fact of disability: (2) it should be 
conducted so as to afford, if it be pos- 
sible, under the circumstances, some 
basis for a defense from the medical 
standpoint; the trial should not find the 
company high and dry with no medical 
testimony available; (3) occupational 
and non-occupational activity should be 
developed to the fullest extent, with a 
view to disproving or contradicting the 
story upon which the plaintiff claimant 
will base his case.” 

The insurer may reclaim benefits paid 
under the mistake of fact as the result 





of three different situations, said J. D. 
De Witt, supervising adjuster of the 
Travelers. These are: (1) Induced by 
fraud of assured, (2) induced by mis- 
take of fact as to the happening of the 
contingency on which it is payable, (3) 
a breach of a condition avoiding the 
policy. 

If reclamation is to be attempted, the 
following requirements are necessary to 
warrant an expectation of any degree of 
success: (1) That the company exer- 
cised reasonable diligence in ascertain- 
ing the facts; (2) that the fraud or 
mistake can be clearly proved, (3) that 
the fraud or mistake would have pre- 
vented a recovery, (4) that the com- 
pany was not aware of the fraud or 
mistake at the time of payment, (5) that 
the payment was complete and volun- 
tary as distinguished from a compro- 
mise in amount or method of payment 
or to avoid a suit. 

F, L. Templeman, Maryland Casualty, 
treasurer of the association, reported 
resources of approximately $10,000. 


Would Standardize Insuring Clause 


Will Manier, Jr., Nashville, speaking 
on “Independently of All Other Means,” 
the speaker gave an interesting sketch 
of the development of the insurance 
business. He suggested that the busi- 
ness would be benefited if a study were 
made with the idea of standardizing the 
phrasing of the insuring clause. 

William Marshall Bullitt, Louisville, 
spoke on “Dividend Distribution” as af- 
fected by disability claims and explana- 
tions to policyholders. 


Dunne to Oppose Hobbs 


Darcey E. Dunne of the Dunne-Israel 
Investment Company, Wichita, has 
been nominated by the Kansas state 
central committee as Democratic candi- 
date for insurance commissioner to op- 
pose Commissioner Hobbs, Republican 
candidate, who is seeking his seventh 
term. Mr. Dunne fills the vacancy 
caused by the resignation of J. F. Far- 
ley of Wichita, who withdrew following 








Wings Sprouting _ 


W. T. GRANT 


It seems to be a foregone conclusion 
that President W. T. Grant of the Busi- 
ness Men’s Assurance will be the next 
president of the American Life Con- 
vention, which will hold its annual 
meeting in Chicago the week of Oct. 10, 
Mr. Grant is entitled by right of senior- 
ity for service on the executive com. 
mittee to this high position but he 
merits the place far more on account 
of his record and achievements not only 
with his own company but in life insur- 
ance in general. He is one of the 
dynamic leaders of the central west. 











his nomination at the primary in July. 
Some years ago Mr. Dunne was con- 
nected with the old Kansas Casualty. 











Home Office 


NORTHERN LIFE TOWER 
Seattle, Wash. 


D. B. Morgan, President 








COMPLETE PROTECTION 
for your POLICYHOLDER 


$2500.00 Life Insurance (Ordinary Life, all forms of life ins, issued) 


5000.00 Accidental Death. 
7500.00 Automobile Accidental Death. 


100.00 Per month Indemnity for any Accident or Sickness and in addi- 
tion Hospital Benefits and Specific Indemnity for loss of 


hands, feet, or eyes. 


Premiums at Select Classification 
Annual Quarterly 


$ 71.33 
84.55 
106.63 


Under this and similar policies the 
Company has paid 70,000 claims. 


For direct contracts with Home Office in the states of Minnesota, Missouri, 


Nebraska, and Kansas communicate with 


NORTHERN LIFE INSURANCE CO. 


Assets, $17,222,571.00 


Established 1906 


Life Ins. in Force $100,464,605.00 
Including A. & H. $144,202,025.00 


Monthly 
$6.40 
7.60 
9.60 


$18.71 
22.18 
27.98 
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Profit System in 
Private Business 
Being Surveyed 





Special Congressional Com- 
mittee Sends Questionnaire 
to Companies 





All types of insurance companies are 
receiving from a special congressional 
committee a questionnaire, the basic 
purpose of which is to develop data 
proving that the profit motive in Ameri- 
can business has been greatly beneficial 
and should be continued. The commit- 
tee, a subcommittee of the Senate 
finance committee, was authorized under 
a resolution filed by Senator Arthur 
Vandenberg, New Deal opponent. The 
significance of the resolution was not at 
first seen but it is definitely non-New 
Deal and is expected to develop a report 
which will stress a generally high type 
of American business stewardship and 
the need for governmental non-interfer- 
ence with private business in the light 
of its worthwhile public achievements 
of the past. 


Hearings to Start Nov. 15 


Nominally this is a profit sharing in- 
quiry designed to secure specific data on 
the manner in which American business 
has shared its profits with its employes. 
The final report, which will be rendered 
at hearings in Washington to start Nov. 
15 without doubt will include mention 
of group life, annuity, disability and 
pension plans among employes of many 
insurance companies, bonus plans and 
the number of insurance company 
plans under which employes and agents 
share to some extent in the profits un- 
der special arrangements. 

The committee is operating from Chi- 
cago, having office in room 777 old Fed- 
eral building. Senator Vandenburg is 
a member. The other members are Her- 
ring, Iowa, chairman, and Johnson, 
Colorado. Donald Despain is director 
of the survey. Mr. Despain has been in 
public relations work for 25 years, for 
much of the time in study of the em- 
ployer-employe relationship. He was in- 
dustrial commissioner of Nebraska, his 
home state, for four years and since has 
been engaged as a private consultant to 
industry in Chicago in industrial rela- 
tions, working out group pension and 
other plans. 


Advocate No Formula 


Associated with him are Arthur 
Stedry Hanson, Chicago, consultant on 
pension and annuity plans and lecturer 
of Armour Institute, and Thomas I. 
Walsh, Chicago, who for six years was 
western head of Standard Statistics and 
previously was technical adviser in 
charge of finances for the Republic of 
Colombia and later connected with S. B. 
Chapin & Co., investment counsel. 

_ “We are gathering everything which 
is done by American business and in- 
dustry for employes above the wage 
scale,” Mr. Despain explained. “Had 
that story been told years ago there 
would be a different sentiment today.” 

It is emphasized the committee has no 
Preconceived notion, no particular for- 
mula to advocate, and no purpose or in- 
tention to recommend legislation re- 
Specting profit sharing in any manner, 
but to leave this to voluntary consid- 
€ration and adoption by business and 
industry, 

In letters to business concerns Mr. 
Despain states: “If the recorded experi- 
ences of this survey prove profit shar- 
ing to be sound in principle and effec- 
tive in results, the committee will rec- 
commend governmental encouragement 
through the granting of compensatory 
tax exemptions and tax awards when 








and where profit sharing has been vol- 
untarily established.” 





Buffalo Agency Is Winner 


The Buffalo agency of the State Mu- 
tual Life won first honors in a nation- 
wide sales contest in July and August. E. 
E. Hawkes, Jr., is general agent. 

The contest was run on the basis of a 
baseball series and the Buffalo agency 
finished with a percentage of .1000. The 
volume of new life insurance sold in the 
Buffalo district was 11 per cent greater 
in July and 21.8 percent greater in Au- 
gust than for the corresponding periods 
of 1937. 





C. V. Shepherd New President 


C. V. Shepherd of Cedar Rapids, Ia., 
has been elected president of the Gen- 
eral Agents’ Association of National 
Life of Vermont. Fred T. Rench, St. 
Louis, vice-president; T. H. Cummings, 
Cleveland, secretary; E. T. Wells, New 
York, chairman of executive committee, 
and the following were elected members 
of the committee: R. C. Meadows, Bing- 
hamton, N. Y.; W. R. Long, Louisville, 
and R. M. Stevenson, Pittsburgh. 








NEWS OF WEEK 


New York insurance department makes 
a statement as to convention examina- 
tions of New York companies now in 
progress. Pagel 


le ste sh 
*x* * 





President J. A. Fulton of the Home 
Life addressed the Pittsburgh Life 
Underwriters Association. Pagel 

* * *k 

Chicago attorney points out several 

laws involved in federal insurance probe. 
Page 9 
*k * 


Prudential appoints C. B. Bradley as 
general counsel; Valentine Howell, vice- 
president and actuary; C. M. Shanks, 
general solicitor. Page 10 

* * * 


Frederick White of the White & Odell 
agency Northwestern National Life at 
its home office died this week. 

Page 3 


Connecticut General’s western regional 
convention held at Green Lake, Wis. 
Page 3 


Profit system in private business sur- 
veyed by congressional committee 
headed by Senator Vandenberg, New 
Deal opponent, questionnaire sent to in- 
surance companies. Page7 

Securities and Exchange Commission 
sends out first questionnaire in monop- 
oly investigation. Page 2 

* OK Ok 

Annual meeting of the International 
Claim Association was held this week at 
White Sulphur Springs. Page 5 

* * * 

Program completed for Association of 
Life Ageney Officers and Life Insurance 
Sales Research Bureau meeting in Chi- 
cago Nov. 1-3. Page 11 

* *K * 


Trustees of National Association of 
Life Underwriters at Houston meeting 
will decide upon the place for the mid- 
year gathering of the association in 

9. a Page 9 

* OK 


Topics for discussion are announced 
for the joint actuarial meeting in New 
York, Oct. 5-7, in which 23 Englishmen 
will participate. Page 4 

= s 

President Charles F. Williams of the 
Western & Southern Life now has three 
sons prominently associated in the man- 
agement of the company. Page 2 

* * x 


Leaders in New York Life production 
clubs are announced. Page 4 


* * 


Changed formula for calculating an- 
nuity instalments to include in gross 
income announced by treasury depart- 
ment. Page 10 

* * * 


White & Odell agency at Minneapolis, 
state managers Northwestern National 
Life, open their new offices. Page 12 

* * x* 

Occidental Life revises premium rates 
on most contracts effective Nov. 1. 
Page 23 








«11a Proving Ground 
for Management 


Thee “thirties” —the years beginning with 1930—will go 
down in history as a severe proving ground for sound busi- 
ness management, the life insurance business included. 


Just as the rigors of an automobile proving ground test the 
mettle of a motor car, the trials of these past eight years 
have challenged the ability of all businesses to withstand 
unprecedented stresses and strains without flinching. 
Many have had to take it on the chin and many have fallen 
by the wayside. But not life insurance; to the contrary, it 
has not been until the thirties that the fundamental, 
inherent soundness of the life insurance business really 
has been fully realized and demonstrated. It is common 
knowledge that the institution as a whole has met the 
challenges of the period with flying colors and emerged 
stronger than ever before. Particularly outstanding is the 
record of NWNL. 


At all times during this critical period 
NWNL’s cash income has exceeded its 
cash disbursements by a wide margin. 
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EXCESS OF CASH INCOME OVER CASH DISBURSEMENTS=BY PER CENT 
(On @ quarterly basis) 

An important index of the strength and safety of a life insurance 
company, and a significant measure of its management, is the relation 
of its current cash income to current cash disbursements. The chart 
above shows, in terms of per cent of excess, how at all times since 1930 
NWNL’s normal cash income has substantially exceeded cash disburse- 
ments. Even in the depths of the depression, cash income was more 
than half again as much as all cash demands made upon the Company. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD, pacsiwent 
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ar 
tigen Life has developed an insurand\y 
‘ae cost which adequately covers busines® 
like to have this explained to you by ou 
ative, John Agent. 


w you will appreciate the new ideas he is qual! 
© give yous. You will find him as appreciative 
9 value of your time as he is of your business 


Youry very truly 
é ZZ 

Wketlhio 

Ageng orevary 


mrms now carrying busing 
mmarican Life 


Open Doors Say “Come In” 
to our field associates 


Home Office executives, who 
sign Open Door pre-approach 
letters, introduce General 
American Life fieldmen to 
their prospects. And this serv- 
ice is given cost-free. 

First call follow-ups result 
in 80% interviews, 65% quali- 
fied prospects and 6% sales. 
Each letter, on one man’s first 
eall record, is worth $5.35 in 
commissions. 

Fourteen sales-tested let- 
ters, adaptable to each of our 
multiple lines, are available. 
Our field associates express 
their appreciation for these 
letters by the profitable use 
they make of them. 


GENERAL AMERICAN LIFE 
INSURANCE COMPANY 


WALTER W. HEAD, President 
St. Louis, Missouri 


MULTIPLE LINES 
Participating e Non-Participating ¢ 
Salary Savings e Sub- 
Standard e Annuities e Commercial 
Accident & Health e¢ Group Life e Whole- 
Group Accident and 


Juvenile e¢ 


sale Insurance ¢ 
Sickness e« Group Accidental Death and 
Dismemberment e Group Hospitalization 





Estate Plan Inaugurated by 
Equitable, N. Y., in West 


Professional Approach Being 
Given Field Test Before Adop- 
tion on Country-Wide Basis 


An “Equitable Assured Estates” plan 
has been prepared by the Equitable So- 
ciety and is being field-tested in the 
western department at Chicago before 
being adopted country-wide. It is the 
result of study of estate programming 
and analysis plans of many companies, 
incorporating the best points of each. 

V. L. Bushnell, second vice-president, 
is in Chicago installing the plan, asso- 
ciated with V. S. Welch, second -vice- 
president in charge of the western de- 
partment. 


To Require Instruction 


Equitable agents to be able to use 
the plan must, it is said, attend special 
schools of instruction and win certifi- 
cates conferring the privilege. The 
Equitable officials recognize that the 
medium is not one for the ordinary 
agent to use without being adequately 
trained in the special technique required. 

The plan is built around proper use 
of the policy options to carry out the 
individual needs of the buyer for dis- 
tribution of his policy proceeds. 

Preliminary to installing the plan in 
Chicago, a week’s school of instruction 
for managers and assistant managers 
was held there. This required consider- 
able cramming, even on the part of the 
more experienced managers, it was said. 
The agents, according to present plans, 
will be trained in the newer technique 
in small groups of four or five. 


Emphasis on Income 


Similar to the estate planning sys- 
tem developed by the Aetna Life, now 
installed on a national basis, the Equit- 
able’s method will emphasize the income 
possibilities of life insurance, the basic 
program being a simple one providing 
the minimum income needed for the 
wife in the adjustment period, a guar- 
anteed income during the educational 
period, and a smaller income for the re- 
mainder of her life, the total insurance 
providing an adequate income guaranty 
for the policyholder at the retirement 
age he selects. 

The Equitable’s plan makes use of 
the effective “irreducible minimum” 
method of setting up income needs, sim- 
ilar to the plans of the Aetna Life and 
some other companies, it is said. The 
agents will be trained in every step 
from the approach to the sale, including 
the combined information-prospecting 
interview, what to say in order to secure 
the necessary information and the pros- 
pect’s commitment on amounts of in- 
come he.and his family would need; 
how to prepare the simple program, and 
how to present it on the second inter- 
view. 


Smrha on Texas Trip 


Insurance Director Smrha of Ne- 
braska has gone to San Antonio, Tex., 
to assist in the examination of the fi- 
nancial operations of the tuberculosis 
sanitarium operated by the Woodmen 
of the World, in connection with the 
periodical examination of that associa- 
tion. He will also visit Dallas to con- 
sult with officials of the Republic Life, 
which recently purchased several Ne- 
braska companies. 


E. R. Walker on Montreal Card 


E. R. Walker, agency department 
field assistant for State Mutual Life, 
will be a speaker at the annual meeting 
of the Life Office Management Asso- 
ciation in Montreal, replacing J. P. 
McDonald, Northwestern Mutual Life, 
who was badly hurt in an automobile 
accident. Mr. Walker will discuss 
“Home Office Control of Agency Ex- 
penses.” 








om 


First to Qualify 





ROY A. SCHRODER 


First to qualify as a “Big Tree Top 
Star” in the 1938 production program of 
Pacific Mutual Life, Roy A. Schroder 
of the Paschall-Gist Agency, Los An- 
geles, is receiving congratulations this 
month. Mr. Schroder, who has been an 
outstanding producer over a period of 
years, subscribes to the belief that a 
thorough knowledge of the ‘“merchan- 
dise” is essential to sound selling. A 
great exponent of time control, Mr. 
Schroder applies the principle in his 
own work. One of his axioms is: 
“Spend five minutes every day thinking 
of some good you can do someone in an 
insurance way, and then go out and 
do it.” 








“Insurance Field” Is to 
Appear in New Dress 


The “Insurance Field” of Louisville 
in October is making an _ important 
change in its format. It will be about 
the size of “Time” magazine and will 
resemble that publication in style. The 
management intends to make more ex- 
tensive use of pictures and will employ 
a number of new features. The edi- 
torial material will be departmentalized 
more extensively and a three column 
makeup will be used. The cover design 
has been modernized and the publica- 
tion presents an attractive appearance. 

M. H. Magruder head of the sales and 
educational work at Louisville, is being 
transferred to Atlanta for the “Field” 
to take the place of Raymund Daniel, 
who has taken the position of executive 
secretary with the Industrial Insurers 
Conference. Mr. Magruder was formerly 
located in Atlanta as associate editor of 
the old “Insurance Herald” and hence 
is well acquainted there. 


E. E. Lamb Agency Active 


Seventy-three applications were re- 
ported by the Edmund E. Lamb agency 
Columbian National Life in Chicago 1n 
a seven week period during the term of 

ualification for the company’s new 
even League Club. Qualification for 
this club requires that agents write an 
app-a-week over the seven weeks 
period. Five members of the agency 
qualified. Top qualifiers will be ™- 
stalled in executive positions in_ the 
club, which meeting will be held ™ 
conjunction with the company’s annua 
convention at Boston and New York 
next summer. William Smasom, a mem- 
ber of the agency, turned in 23 appli- 
cations. The Lamb agency placed fifth 
among all Columbian National agencies 
in August and has been among the first 
five leading agencies seven times in the 
past eight months. 
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Several Laws Involved in 
Federal Insurance Probe 


Attorney Naujoks of Chicago 
Gives Discussion of Subject at 
Meeting of Lawyers 





H. H. Naujoks of Ekern & Meyers, 
Chicago, addressed the meeting of the 
Chicago Life Insurance Lawyers Club 
this week on the statutes which may be 
involved in the federal anti-monopoly 
investigation of insurance companies. 
He expressed the belief that the future 
course of the investment practices of 
many insurance companies may be de- 
termined by the results of this investi- 
gation. Therefore, the final study and 
recommendations of the Securities & 
Exchange Commission on this subject 
will be awaited with interest by lawyers, 
especially those who specialize in insur- 
ance practice. 

Mr. Naujoks gave an analysis of the 
Sherman anti-trust law, the securities 
act of 1933, the securities exchange act 
of 1934, and section 77-B of the federal 
bankruptcy act. 

These various statutes, he pointed 
out, have a bearing upon the investiga- 
tion. 


Official Purpose Stated 


Mr. Naujoks observed that the scope 
and direction of the SEC study of in- 
surance companies has not been fully 
stated and the President’s message with 
respect to insurance investment policy 
affords the commission wide latitude. 
However, he said, it has been officially 
declared that the study is not to be an 
investigation of the insurance business, 
but that the major purpose will be to 
determine the extent to which insur- 
ance companies’ investments further or 
lend themselves to monopolies or mon- 
opolistic tendencies in other industries. 

It is suggested, he said, that the in- 
fluence of insurers in other industries 
is wielded by reason of the fact that the 
insurers may negotiate for and take up 
in its entirety a security issue of an in- 
dustrial corporation, which corporation 
is thus relieved of the necessity of filing 
a registration statement with SEC. In 
this way, it is said, an insurer may 
finance a particular industrial corpora- 
tion and thus give to it an advantage 
over competitors. At the same time, it 
was implied, the insurers thus acquire 
interests in industrial corporations and 
are in a strategic position to influence 
the policies of those corporations. 


Other Phases Suggested 


Other phases of the investigation that 
have been suggested in the newspapers, 
he said, are the influence which may be 
brought about by officials of the indus- 
trial corporations serving as insurance 
company directors and questions involv- 
ing new investments of large funds of 
policyholders, the relationship of big 
and small insurance carriers as well as 
the concentration of huge funds in the 
hands of single insurance companies. 

Insurance companies, Mr. Naujoks 
Pointed out, are by far the largest cor- 
Porate investors in the country. Legal 
reserve life companies hold more than 
$1,300,000,000 of state, county and 

unicipal bonds; $850,000,000 in farm 
Mortgages; $3,780,000,000 of other mort- 
oon and $3,548,000,000 of U. S. gov- 
Penta bonds, which represents about 
rypercent of the federal debt. The hold- 
Pe of such companies in railroads was 
ti Out $3,000,000,000 and in public utili- 

les about $2,458,000,000 in 1936. 


Industrials, Utilities, Railroads 


i — securities held by insurers 
on d normally be the subject of 
said Po istic tendencies or practices, he 
ati be the issues of industrials, 
ae and railroad corporations. The 
‘cx of insurers as holders of such 
Pct would be no different with 
ms a such ownership from that of 
ino ust companies and other large 

ors. Inquiry might develop along 





Trustees to Select Mid-Year 
Meeting Place at Houston 





In Past Decision Has Beep 
Deferred Until December — 
Martha W. Allin On Program 





The trustees of the National Associa- 
tion of Life Underwriters will make the 
final decision on the date and place of 
the 1939 mid-year meeting during their 
deliberations at Houston next week. In 
the past it has been customary for the 
trustees to postpone decision until the 
December meeting of the board. Local 
associations are asked by President O. 
Sam Cummings to submit their bids be- 
fore the trustees at Houston. An- 
nouncement of the selection will be 
made during the convention. 

Attendance at the fellowship luncheon 
which starts Friday noon, Sept. 23 will 
not prevent conventioneers from leav- 
ing Houston on Friday. A Braniff Air- 
ways plane leaves Houston at 8:40 p. m., 
to connect with the main lines running 
east and west at Dallas and Fort Worth. 
A Missouri, Kansas & Texas train 
leaves Houston at 11 p. m., and a Mis- 
souri Pacific train at midnight, both go- 
ing through to St. Louis. 

Principal speakers at the luncheon will 
be Louis Johnson, assistant secretary of 
war, and Governor Allred of Texas. 

Topics are announced for speakers at 
the Million Dollar Round Table meet- 
ing on Tuesday. H. Ben Ruhl, Massa- 
chusetts Mutual, Detroit, will give an 
address “Having Your Friends Run In- 
terference for You.’ “Time Valuation 
and Control’ will be discussed by Paul 
H. Dunnavan, Canada Life, Minneapolis, 
and Clyde C. Warfield, Tyler, Tex., will 
describe “Selling Trusts.” Ron Stever, 
Equitable Society, Pasadena, will talk 
on “It Works in Pasadena.” 

J. R. Warwick, vice-president of the 
advertising firm of Cecil, Warwick & 
Legler, will open the afternoon session 
with “Life Insurance Looks Ahead.” 
This will be followed by a talk by Denis 
B. Maduro, attorney of New York, on 
“Taxation, Business Insurance and 
Wills.” } 

Martha W. Allin, Connecticut Mutual, 
Minneapolis, has been added to the panel 
for the “Simplified Selling” seminar 
Thursday afternoon. Mrs. Allin takes 
over the speaking post vacated by Mil- 
dred P. Miller of Kansas City, who will 
be unable to appear. 

Following the Houston convention 35 
members of the party will make a trip 
to Mexico City. This is considerably 
fewer than was anticipated would sign 
up when the plan was arranged for an 
escorted all-expense trip. 














two lines, he said: first, where the in- 
surer owns all of the securities of a 
particular industrial corporation and 
second, where the insurance company 
in conjunction with other large inves- 
tors owns securities of an industrial cor- 
poration. Thus, the statutes which may 
be involved in this inquiry may be 
brought into play by the insurance 
company alone. And, under certain cir- 
cumstances, applicable statutes may be 
brought into play because of action 
taken by an insurance company in con- 
junction with other individuals or cor- 
porations, to protect its investment, as 
where such insurance company carries 
out a program ina reorganization scheme 
in cooperation with other investors. 





Urges Unemployment Insurance 


Unemployment insurance for Canada 
was advocated by J. G. Parker, actuary 
and general manager of the Imperial 
Life of Toronto, in an address before 
the Montreal Rotary Club. Mr. Parker 
said such a plan could not provide for 
unemployables nor for those now unem- 
ployed, the relief of which had to be a 
public charge, but unemployment insur- 
ance could meet the future needs of 
many of those now employed. 








A COURTEOUS COP 


To Police Your 
Personal Affairs 


This policeman works for the LNL man. He 
operates through a little book called “The Organ- 
izer.”” 
procedures for personal TIME CONTROL. At 


the end of every month, this “courteous cop” pre- 


In this book are listed easy-to-understand 


sents his employer with a clear picture of the past 
thirty days’ work. Weak points as well as strong 
points are discovered. Weak points are cured. 
LNL men report greatly increased production 
when they employ this “policeman” of their day- 


by-day sales routine. 
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Public Confidence in Life 


Insurance Still Intact 


President Talbot of Fidelity 
Mutual Says Insurance Is Most 
Sane Financial System 


Walter LeMar Talbot, president Fi- 
delity Mutual Life, in addressing nearly 
200 members and guests at the Leaders 
Club convention at Asheville, N. C., was 
vigorous in opposing those who attack 
or cast reflections upon the institution 
of life insurance. “Some of you have 
expressed concern and indignation,” he 
said, “over the various attacks that have 
been and are still being made upon life 
insurance, just at the time when the fine 
record of insurance, during one of the 
most severe tests it has ever had, was 
foremost in the public mind. I share 
with you the indignation over the selfish 
attempt to break down public confidence, 
but I do not share the apprehension. 
If these ‘termites,’ as some one has 
aptly called them, must bore, what bet- 
ter time could there be than now when 
public confidence is at the zenith in 
consequence of the first hand knowledge 
it has of the wonderful part life insur- 
ance has played in the economic picture 
of recent years, 


Urges Accepting Responsibility 


“Furthermore, there are two other 
considerations which will allay appre- 
hension in this connection. The first 
is the fact that they are readily answered 
and I am sure that most of you are 
familiar with these answers. Accept the 
responsibility of adequately doing so 
whenever you encounter them. I hon- 
estly feel that this is a matter which 
the agent in the field can meet and put 
to silence,” said Mr. Talbot. “The sec- 
ond point I shall put as a question: Do 
you honestly believe that a few, who 
for reasons of their own are publishing 
such statements and offering such ad- 
vice to the insurance public, can gain 
headway in destroying or even damaging 
the reputation of a national institution 
that for more than a century has so well 
served the American public—has served 
it as no other system of financing has 
ever approached?” 


Sane Financial System 


Mr. Talbot then asked what sane 
financial system could have been sub- 
stituted for the actual performance of 
life insurance during the seven deepest 
years of financial confusion, 1930-1936, 
when a group of 45 life companies hold- 
ing 84 percent of the assets of all United 
States legal reserve companies made a 
cash distribution to policyholders and 
beneficiaries of $9,400,000,000. In addi- 
tion to this huge sum of outright pay- 
ments, he said, there was loaned to 
policyholders, in cash, as against their 
respective policies, $3,364,000,000, not in- 
cluding over $1,000,000,000 loaned for the 
purpose of paying premiums. 

“Public confidence in life insurance is 
still intact and I am convinced that man- 
-agement and agents will, by reason of 
their conservative conduct, see that it 
is not only retained but continues to be 
fully justified.” 

In referring to taxation, Mr. Talbot 
said that it is repeatedly stated that all 
taxes come back to the consumer, but 
there is far too little appreciation of the 
fact that this is literally true and has 
an intense personal application. “If you 
will further this personal consciousness, 
-aS opportunity presents, you will be ren- 
‘dering your policyholders a service, for 
-there is no place from which the ever 
‘mounting taxes on insurance can come 
except through their pocketbooks, a 
‘hidden but nevertheless a direct tax on 
thrift,” he said. 

The high spot on the program was 
the announcement of Leaders Club 
awards under the three classifications, 
continuous production, convention at- 
tendance and high persistency. C. B. 
Mecheny of Pittsburgh made the awards 
to the following producers who had 
amaintained continuous production 





Mortgage Loan Expert of 
Lincoln National Dies 





HARRY J. SHAY 


Harry J. Shay, 45, second vice-presi- 
dent of the Lincoln National Life in 
charge of mortgage loans, died suddenly 
as the result of a heart attack. 

Mr. Shay had been with the Lincoln 
National 15 years, 11 in the home office. 
He joined the company in 1923 as loan 
officer in the northwest territory. Four 
years later he was made assistant man- 
ager of the mortgage loan department 
in the home office. He served in that 
capacity until 1934 when he ‘became 
manager of the metropolitan loan de- 
partment. Earlier this year, Mr. Shay 
was made second vice-president in 
charge of mortgage loans. He was a 
member of the mortgage loan commit- 
tee. 

Mr. Shay won his LL.B. degree after 
studying at both Northwestern Univer- 
sity and the University of Minnesota. 
Before affiliating with the Lincoln Na- 
tional Life, he was manager of the 
mortgage loan department of the Lin- 
coln Trust & Savings Bank of Minne- 
apolis. 











throughout the year: E. M. Horn, Har- 
risburg; J. M. Dunn, Fairmont, W. Va.; 
Y. C. Calvert, Columbia, S. C.; Sidney 
Rice, Indianapolis; Donald Nash, Chi- 
cago; . H. Dorwart, Philadelphia; 
Paul Ries, Jr., Chicago; R. W. Camp- 
bell, Altoona, Pa.; S. L. Russell, Roches- 
ter, N. Y., and E. W. Machen, Jack- 
sonville, Fla. The award to the agency 
showing the highest percentage of in- 
crease in agents qualifying for the con- 
vention was won by the Raleigh, N. C., 
agency. Presentation was made by C. 
H. Jones, Columbia, S. C., to Rufus 
Hunter, manager of the Raleigh agency. 

Foremost among Fidelity trophies is 
the trophy awarded to the leader who 
qualified in class A during the previous 
club year and whose business showed 
the highest persistency. The award was 
won by H. N. Lyon, San Francisco, who 
also achieved the second vice-presidency 
of the Leaders Club. 


To Fight Iowa Action 


LANSING, MICH.— Commissioner 
Gauss, temporary receiver for the Amer- 
ican Life, has been granted $500 for 
legal expenses to fight the Iowa action 
brought by Commissioner Pew to estab- 
lish an independent receivership there. 
The American Life of Des Moines was 
reinsured by the Northern Assurance of 
Detroit in 1929, the name of the for- 
mer being adopted. About $3,500,000 of 
the assets of the American Life are on 
deposit in Iowa. An ancillary rather 
than an independent receivership in Iowa 
will be sought. Circuit Judge Carr in 
granting funds for the Iowa case also 
released $200 to finance litigation in 
Texas, no details being given. 





Changed Annuity Tax Basis 
Announced by Treasury 


Regulations Show Examples of 
Application of Formula in De- 


termining Gross Income 


‘Change has been made by the Treas- 
ury department in the formula for de- 
termining the portion of instalment 
payments derived from annuities includ- 
able in gross income. 

The new provision is: “Such portion 
of each instalment payment of an an- 
nuity shall be included in gross income 
as is not in excess of 3 percent of the 
aggregate premiums or _ consideration 
paid for such annuity, whether -or not 
paid during the taxable year, divided by 
12 and multiplied by the number of 
months in respect of which the instal- 
ment is paid.” 


Text of Old Provision 


The old provision which is eliminated 
was: “If an annuity is payable in an- 
nual instalments, there shall be included 
in gross income only such portion of the 
amount received in any taxable year as 
is equal to 3 percent of the aggregate 
premium or consideration paid for such 
annuity, whether or not paid during 
such year. If an annuity is payable in 
two or more instalments over each 12 
months period, such portion of each in- 
stalment shall be taxable as is equal to 
3 percent of the aggregate premium or 
consideration paid for such annuity, 
whether or not paid during the taxable 
year, divided by the number of instal- 
ments payable during such year.” 

Several illustrations shown in the 
regulations have ‘been amended in line 
with the new formula. The first relates 
to an annuity bought Oct. 1, 1936, for 
$100,000 consideration, the annuity 
amounting to $7,824 a year, payable in 
semi-annual instalments of $3,912 on 
Dec. 1, 1936. The annuitant received 
$1,304 first payment under the contract 
covering a two-month period. The rul- 
ing is he shall include in gross income 
for calendar year 1936 the sum of $500, 
or 3 percent of the $100,000 considera- 
tion divided by 12 and multiplied by 2, 
the number of months which the in- 
stalment covered. 


Examples Are Given 


Another example is of an increasing 
annuity bought Aug. 1, 1936, for which 
$40,000 consideration was paid. The 
annuity amounts to $1,000 the first year, 
$2,000 the second year and $3,000 yearly 
thereafter payable in quarterly instal- 
ments. The first of which was received 
Noy. 1, 1936, in the amount of $250. The 
department rules the annuitant shall in- 
clude in his gross income for calendar 
year 1936 the sum of $250, which is the 
portion of instalments not in excess of 3 
percent of $40,000, the consideration 
paid, divided by 12 and multiplied by 3, 
the number of months which the instal- 
ment covered. 

A third illustration is of an annuity 
bought Oct. 1, 1934, consideration being 


‘$100,000, annuity amounting to $7,124 a 


year, payable in semi-annual instalments 
of $3,912, the annuitant on Dec. 1, 1934, 
receiving $1,304 first instalment covering 
a two-month period. The rule is he 
shall include in his gross income for 
calendar year 1934 the sum of $500, 
which is 3 percent of the $100,000 con- 
sideration, divided by 12 and multiplied 
by 2, the number of months covered by 
the instalment. 


Additional Illustrations 


A fourth example is of an increasing 
annuity bought Aug. 1, 1934, for $40,000 
consideration, the annuity amounting to 
$1,000 the first year, $2,000 the second 
year and $3,000 a year thereafter, pay- 
able in quarterly instalments, the first 
of which was received Nov. 1, 1934, in 
the amount of $250. The department 
rules the annuitant shall include in his 
gross income for calendar year 1934 the 
sum of $250, which is the portion of the 
instalment not in excess of 3 percent of 


C. B. Bradley New General 
Counsel of Prudential 


Valentine Howell, Vice-presi. 
dent and Actuary—C. M. Shanks, 
General Solicitor 


NEWARK — Prudential announce; 
the appointment of Charles B. Bradley 
formerly general solicitor, as gener| 
counsel, succeeding the late Alfred ¢ 
Hurrell. Mr. Bradley is a graduate oj 
Harvard and was admitted to the Ney 
Jersey bar in 1908. He served in the 
Navy during the world war and has 
been with Prudential since 1923. 

Valentine Howell, assistant actuary, 
becomes vice-president and actuary, 
succeeding the late James F. Little, Mr 
Howell became associated with Prudep. 
tial following his graduation in 191 
from Wharton School of Pennsylvania 
University. He later served with the 
war risk bureau and two other life com- 
panies, returning to Prudential as a;- 
sistant actuary 10 years ago. He is on 
the council of the Actuarial Society of 
America. 

Carrol M. Shanks, formerly associate 
general solicitor, will succeed Mr. Brad- 
ley as general solicitor. He is a grat- 
uate of Columbia law school and ha 
had vast experience in corporation law, 











the $40,000 consideration divided by 12 
and multiplied by 3, the number of 
months covered by the instalment. 


Walker to Norfolk, Neb. 


Ralph T. Walker, special agent at 
Topeka for Bankers Life of Nebraska, 
will leave next week for Norfolk, Neb. 
to become general agent in that terri- 
tory. He was honored with a farewell 
dinner in Topeka attended by members 
of the Kansas general agency. 


Picket St. Louis Agents 

ST. LOUIS.—Industrial agents for 
John Hancock Mutual who have re- 
fused to join the CIO Industrial Inswr- 
ance Agents Union, are being followed 
by pickets as they make their rounds. 





Public Relations Program 
for Insurance Urged 





A. K. Taylor, advertising and pub- 
licity director of the United States Life 
at its head office, who addressed the In- 
surance Advertising Conference this 
week on “What Does the ‘American Sys 
tem’ Mean to the Life Insurance Bust- 
ness,’ has during the last five years 
spent a considerable part of his time 
outside the office studying and invest 
gating present day political trends in the 
country. He has read what numerous 
authorities and others have had to sa) 
on the subject and has collected a large 
amount of material from various sources 
as a result of his explorations. Mr. 
Taylor was born in a ministerial family 
as his father was F. W. Taylor, whom 
1901 became bishop of Quincy, Til 
A. K. Taylor graduated at Kenyon Col- 
lege. He has had considerable met 
chandising and sales experience with the 
Aeolian Company of New York. on 
worked with advertising agencies, 40 
became advertising director 0 the 
America Fore group of fire companies. 
He was director of public relations ot 
the National Board of Fire Underwr 
ers. He went to Shanghai, China, W! 
the C. V. Starr insurance interests a 
devoted his time largely to developmet 
work for the Asia Life. He joined tt 
National City Bank at New York os 
being engaged chiefly in insurance i 
work and personal trust. He —_ : 
trust officer of a bank. In Novene, 
1936, he joined the United States S 
becoming its advertising and publicit 
director. 
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Pink Asks Extension of 
Group A. & H. Coverage 


Would Not Require Employer 
Contribution — Other Recom- 
mendations for Law Revision 





NEW YORK — Superintendent Pink 
has recommended to the joint legislative 
committee on insurance law revision an 
extension of the scope of group health 
and accident insurance to permit an em- 
ployer of 25 or more persons to obtain 
such protection and also to allow an an- 
sociation of 50 or more employes of a 
single organization to contract for acci- 
dent and health policies. 

“The proposed new law,” said Prof. 
E. W. Patterson, chairman of the de- 
partment committee, “does not restrict 
the use of group accident and health in- 
surance to cases in which the employer 
contributes to the payment of premiums. 
To make such a restriction would prob- 
ably limit the widespread use of this 
economical form of insurance, since 
many employers would be unwilling or 
unable to make this contribution and, 
so far-as the insurance law is concerned, 
there is no way to require the em- 
ployer to contribute. The widespread 
use of accident and health insurance, 
properly regulated by the state and pru- 
dently written by insurance companies 
of recognized financial standing, will be 
another step toward providing a well- 
rounded insurance program for the wage 
earner and his dependents. 

“Part of this program is provided by 
the social security act and state legisla- 
tion, which covers unemployment and 
old age. Another part is provided by 
group life insurance, which is being 
widely used by many groups of em- 
ployes and which has continued to in- 
crease in volume. Group accident and 
health insurance, which is likewise based 
on private initiative, will enable groups 
of employes to obtain protection for 
hazards not covered by thése other 
plans.” 

This recommendation is in line with 
the action on group accident and health 
insurance taken at the Quebec meeting 
of the commissioners, and includes some 
of the features that were opposed quite 
strongly by some of the eastern com- 
panies, 

The proposed law requires that the 
premiums on the group policy be re- 
mitted to the insurer through the em- 
ployer or some other designated agency. 

Other recommendations listed include: 

Definite power to be given the insur- 
ance department to permit it to restrict 
dividends to shareholders in stock life 
insurance companies. 

Establishment of basic rules for rate- 
making in order to promote consistency 
in the application of rate-making prin- 
ciples to the various kinds of insurance. 

Clarification of requirements for 
authorized insurers to file annually a 
Statistical report showing a classification 
schedule. of their premiums and losses 
on all kinds of insurance to which sec- 
tion 73 is applicable. 





Occidental Life Appointments 





G. J. DeKock Becomes General Agent 
at Des Moines; T. G. Corley, Little 
Rock; L. E, Pennewell, Minneapolis 





0s ANGELES.—The Occidental 
€ announces three general agency 
7Phointments in the middle west, Gradus 
‘ pe Kock at Des Moines, Thomas G. 
Orley, Little Rock, and L. E. Penne- 
well at Minneapolis. 
attr DeKock a graduate of the Cen- 
Sig University of Iowa in 1924, spent 
worn in retail credit and collection 
Life before joining the Metropolitan 
sist ? an agent. Later he became as- 
a n puanager for northwestern terri- 
ov n 1935 he became Des Moines 
8eneral agent for the Guarantee Mutual 





Field Assistant Appointed 
as General Agent 











ROBERT C. MIX 


The State Mutual has announced the 
appointment of Robert C. Mix, who has 
been field assistant in the home office 
agency department since 1936, as gen- 
eral agent for Connecticut with offices 
in New Haven and Hartford. The ap- 
pointment will be effective Oct. 24. G. 
E. Toothaker, who has been associated 
with State Mutual since 1927, will have 
headquarters in Hartford. Mr. Tooth- 
aker has since his connection been one 
of the largest personal producers. T. 
G. Walsh, who joined State Mutual in 
1934, has decided to devote all his time 
to personal production in which field he 
has always been outstanding. 

Mr. Mix has spent his whole business 
life, since his graduation from Dart- 
mouth, in State Mutual, both in the field 
and home office. He joined the com- 
pany in 1927 in New York City, and 
was on a personal production basis 
there before’ going to the home office 
as editor of field service. Later taking 
over also the advertising and educational 
work, in 1930 Mr. Mix was promoted 
to agency supervisor. 

In 1933 made agency manager in the 
B. B. Snow general agency, Worcester, 
he was transferred the following year 
to the G. F. Robjent office, Boston, 
where he combined sales and super- 
visory work. 

Mr. Mix was recalled to the home 
office in January, 1936, with the title 
of field assistant, and since that time has 
visited the agencies to cooperate with 
general agents in administering the State 
Mutual sales plan. 








Life. Mr. Corley, the new state man- 
ager for Arkansas, entered the cashier’s 
department of the Mutual Life of New 
York at 16. In 1924 he was transferred 
to New Orleans and in 1926 to Los 
Angeles. In 1928 he resigned and re- 
turned to Arkansas as an agent. Later 
he was district manager at Batesville 
and Fort Smith. His recent post was 
agency supervisor for the Pacific Mu- 
tual at Little Rock. 

Mr. Pennewell graduated from West- 
ern Normal College. He built up agen- 
cies for the Mutual Life of New York 
at Oshkosh and Madison, Wis., and 
later served as educational director in 
Minneapolis. He is much in demand as 
a speaker on life insurance before schools 
and service clubs. Early this year he 
assisted in conducting a series of insur- 
ance schools for the Nebraska Associa- 
tion of Life Underwriters. 


Falls Addresses Newark Agency 


The Newark agency of the Mutual 
Benefit Life, of which Louis DeV. Day 
is general agent, held a luncheon meet- 
ing at which Laurence E. Falls, vice- 
president of the American Fire of New- 
ark, was the guest speaker. 





Research Bureau, Agency 
Officers’ Program Completed 





Profitable Distribution of Insur- 
ance Will Be Theme at Chicago 
Meeting Nov. 1-3 





Arrangements have been completed 
for the Association of Life Agency Of- 
ficers and Life Insurance Sales Research 
Bureau annual meeting in Chicago, Nov. 
1-3 at the Edgewater Beach Hotel. It 
will be the 18th annual gathering of the 
Research Bureau and the 22nd for the 
agency officers’ association. The theme 
of the meeting will be “Profitable Dis- 
tribution of Life Insurance.” 

Discussions on problems being faced 
in the distribution of life insurance will 
be held. Broad principles underlying 
general agency policies such as financial 





management, territorial problems and 
developing men for management will 
also be considered. The challenges and 
opportunities in the field of company— 
agent relationships will be explored with 
emphasis on the factors making for con- 
tinued success of the agent. The effects 
of more competent supervision, in- 
creased production, improved _persist- 
ency, decreased turnover, simplification 
of recruiting problems, will be stressed 
by company officers. - 


Recruiting of Young Men 


The problem of the new man will also 
receive attention. Recruiting of young 
men, progress made and new develop- 
ments in the field of selection will be 
outlined. A discussion of training by 
five agency executives, and a report on 
extensive research by the bureau on 
sales management in other industries 
complete the program. 





Social Security Slide Rule $1. Order 


from The National Underwriter. 
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DO SOMETHING ABOUT THIS! 


The young man pictured above is only one 
of hundreds who will face his problem this fall. 


He was a student of great promise, 
but he is not returning to be 
graduated. He must support his 
mother, unexpectedly widowed 
by the untimely death of his dad. 


Tell fathers how they can spare their 
children this handicap by pro- 


viding for their education with 


endowment life insurance. 
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Western Regional Draws Big Crowd 
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large business. Many insurance men 
hope the investigation may be thorough 
going and comprehensive. It might be 
useful to have a fair-minded committee 
look at life insurance from every view- 
point. Individual instances of criticism 
are bound to be played up and distorted, 
but it is difficult for those in the busi- 
ness to believe that any general prac- 
tices can be found worthy of serious 
complaint. It is possible that the result 
of the inquigy may be to give further 
endorsement and advertisement to life 
insurance. 

Touching on politics, Mr. Wilde said 
he thought voting on election day was 
not the only duty of a citizen. He 
should take part in the selection of can- 
didates. 


Always Some Prospects 


On the business outlook, Mr. Wilde 
said the world has not yet liquidated 
the world war. Nevertheless it is not 
hard to believe we may have a measure 
of improved business in this country. A 
year ago the trend was downward. Life 
insurance is almost unique in the range 
of opportunity it offers the individual 
to do well. There is scarcely a com- 
munity where under the worst condi- 
tions there aren’t individuals in need of 
added protection and well able to buy 
it. The emphasis on prospecting and on 
technical ability in fitting insurance to 
needs is aimed at finding and selling 
these individuals. 


Should be Budgeted by Family 


Commissioner Mortensen made a 
light and genial talk in the main, frankly 
avowing “the Wisconsin idea.” The 
Connecticut General only entered the 
state last year and he congratulated the 
company on its admission. He said 
many companies knock at the door but 
do not get in. He is a believer in life 
insurance and thinks it should be budg- 
eted in the family plan, like groceries 
or taxes. It is needed in good times 
and bad, and there will be more pros- 
pects with the return to economic nor- 
malcy. Besides, there is always a new 
crop coming on. Many people in the 
depression wished they had put more 
money into life insurance. He said 
there is only one way that commissions 
can go, and. that is up, in accordance 
with the energy and training of the 
agent. He remarked that life insurance 
is almost unique in that there is prac- 
tically no limit on what an agent can 
earn. It all depends on his own pre- 
paredness. 


Check on “Bird Dogs” 


He said he did not like to see an 
agent go out and try to explain a con- 
tract to a person when he doesn’t know 
what it is all about. He told the agents 
that the standing of their company in 
their community depends on their own 
character. He said the policy of his de- 
partment is strict enforcement of the 
law and referred to the practice of let- 
ting an agent write applications as soon 
as he has applied for a license. The 
Wisconsin law forbids writing insurance 
until the agent has a license in his pos- 
session. The plea is frequently made 
that the law was not understood, or it 
was a first offense, but the department’s 
answer is that it cannot discriminate 
and the offender must pay the monetary 
or the case will be turned over to the 
prosecuting authority. The reference 
waq apparently to the use of “bird 
dogs,” and buying a license if they close 
a case, but not if they. don’t. 


Believes in Private Management 


Turning to some general questions 
Mr. Mortensen said he does not believe 
in interfering with the orderly manage- 
ment of a company. He believes in pri- 
vate management. He said Wisconsin 
has a reputation for radicalism, but 
compared with some of the proposals 
made in the east for fixing the rates of 
interest to be charged by life com- 


panies, naming the commissions to be 
paid, and the setting up-of savings bank 
insurance, his state might be looked 
upon as deeply conservative. It was 
here he mentioned his view that less 
than 5 percent on policy loans would 
be inimical to companies and _ policy- 
holders. 


No Legislation to Propose 


He said the department has nothing 
to propose in the way of legislation at 
the forthcoming session of the state leg- 
islature. There will probably be pro- 
posals on agents’ qualifications, rates of 
interest, commissions, etc., but sug- 
gested insurance men should not get 
uneasy. 

Life insurance, he said, need not fear 
meeting all of these new things, like 
proposals for regulations, investigations, 


etc. Sometimes the mistake is made of 
organizing resistance, whereupon the 
public is aroused and measures are 


forced through that might have been 
dropped. He said good doubtless will 
come of the SEC investigation. He said 
life insurance is not singled out. It con- 
trols more money than any industry 
outside of government and in an inves- 
tigation of big business it is necessarily 
included. 

Mr. Mortensen said he would like to 








see life insurance sold like groceries. 
He said there is as much craving for 
life insurance as for groceries. People 
may not call it life insurance, they call 
it protection, but they are eager for it. 

Soper, assistant secretary of the 
accident department, spoke on accident 
production, and included some an- 
nouncements to be effective Oct. 1. 
One is a new rider on the health pol- 
icy, for an extra premium paying medi- 
cal benefits equal to 100 percent of the 
weekly disability. Without the rider the 
policy pays medical reimbursement 
equal to one-half the disability benefit. 


This is to give better protection when 
one-half the weekly benefit is too small 
to cover nurse or hospital expense. 

Another announcement was of a sub- 
standard accident policy, aimed mainly 
to help old policyholders who are no 
longer acceptable on the standard plan. 
Double indemnity and partial disability 
are eliminated, and total disability is re- 
duced to 104 weeks. The substandard 
policy will also be available on new 
risks that are carefully chosen. 

Mr. Soper referred to the growing in- 
terest in disability protection and in- 
creasing premium income. Accident in- 
surance is widely written, but the need 
for sickness insurance is just as great. 
The latter cannot be written on the 
same unrestricted basis as accident. The 
accident benefit starts with a definite 
event, the accident, which is suscepti- 
ble of proof. An accident is not only 
definite, but the disability to be ex- 
pected is reasonably definite. Sickness 
insurance sold without restrictions 
would mean winter vacations in Florida 
and summer vacations in the mountains, 
ordered by the doctor and paid for by 
the insurance company. 

The bad experience of a few years 
ago on unlimited health policies, and 
the disability provision of life policies, 
is too recent to need discussion. 

The health policies now on the mar- 
ket are the best the companies can af- 
ford to write. They do a reasonably 
good job of furnishing protection 
against loss of earnings and medical ex- 
penses due to sickness. 

Mr. Soper indicated that hospital as- 
sociations can undersell commercial in- 
surance companies on hospital care, but 
they do not seriously conflict with in- 
surance on earnings. He thought, how- 
ever, that group accident insurance, 
with its lower cost, can compete on hos- 
pital care. 

While some agents make a steady ad- 
dition to their income by selling health 
insurance, others neglect it. He sug- 
gested it would pay all of them to give 
attention to this line. He said many 
have a feeling that the company did not 





care to have them sell health insurance. 





‘Agency Offices Dedicated 








MINNEAPOLIS—After 
week in their new quarters, officers, 
agents and employes of the White & 


only one 


Odell agency, Minnesota state man- 
agers for Northwestern National Life, 
have played host to several thousand 
visitors. The new offices, occupying 
the entire 17th floor of the First Na- 
tional-Soo Line building in downtown 
Minneapolis, were officially opened 
Sept. 7 when more than 2,000 visitors 
inspected them. 

The move marks the first time in the 
30-year history of the agency that it 
has occupied offices separate from the 
home office building. Steady growth 


by both the agency and the company 
finally forced the agency to seek roomier 





quarters than could be allotted them in 
the home office. 

Arthur R. Hustad, manager of White 
& Odell’s twin city agency organization, 
presided at the inaugural agency meet- 
ing. In the absence of President O. J. 
Arnold, Carl A. Peterson, supervisor of 
agencies, conveyed home office greet- 
ings. Ray E. Habermann, out-state or- 
ganization manager, presided at a noon 
luncheon meeting attended by field men 
from 40 Minnesota cities and towns who 
were in Minneapolis for the occasion. 

Frederick White, with C. M. Odell 
founded the agency in 1908 and has been 
continuously associated with its manage- 
ment ever since. Mr. White died this 
week. 








While this was true at one time, the 
experience under the carefully revised 
policies has been increasingly favorable 
and the business is now desirable. 

C. M. Eddy, secretary group depart. 
ment, and B. B. Harrison, manager 
group sales, both made short talks on 
the group business. They said the 
growth and development of group busij- 
ness during the depression shows its 
fundamental value. The contributory 
plan is even more appreciated by em. 
ployes than free insurance. It reaches 
an enormous class below the $2,500 a 
year level, that is above the industria] 
grade and still not profitable to the 
agent on individual sales because of 
the small policies. The advantage to 
the agent is not only the group com- 
mission, but the opportunity to sell 
regular plans to those individuals in the 
organization who can afford it. Even 
the rank and file can be sold regular 
plans possibly, because the work of 
prospecting is reduced. 

While group insurance has been ex- 
tensively sold on the large risks, the 
field of smaller risks still offers all 
agents a real opportunity Dun & Brad- 
street’s report that an average of 1,299 
new enterprizes are started each busij- 
ness day. Not all of these develop into 
successful business, but it is profitable 
to an agent to sell small business, just 
as it is profitable to work among young 
men. They will grow in value to the 
agent who has their business. 


All Talks Were Written 


The method of conducting the busi- 
ness sessions was interesting and ap- 
parently successful. The sessions were 
limited to two hours and run on a time 
table. All speakers had their talks re- 
duced to writing, in order to check the 
temptation of oratory. The result was 
that the meetings were remarkably pro- 
ductive of compact ideas. 

The agents’ session was particularly 
productive. Fifteen men made talks in 
the two hours. The talks were arranged 
in “panels,” with a chairman and sev- 
eral speakers. The subjects were 
“Planned Activity,” “Sales Technique— 
Approach—Close,” and “Sales Meth- 
ods.” After the speakers in a panel fin- 
ished their subjects the high points were 
reviewed by the chairmen. Even the 
reviews were in writing, the chairmen 
having been provided with advance 
copies of the talks. 


Subjects in the Panels 


P. T. Aubin, Chicago, was chairman 
of the panel on. “Planned Activity.” 
A Morrow, Des Moines, had the 
subject, “Effective Use of Time and 
Effort.” W. N. Walling, Chicago, 
spoke on “Why I Keep Records of 
Calls and Interviews.” Jean Black, In- 
dianapolis, told “How I Solved the 
Prospecting Problem.” 

H. E. Nyhart, manager at Indianap- 
olis, had six men on his panel on the 
subject, “Sales Technique,” “Ap- 
proaching the Prospect On Accident 
Insurance® was handled by J. M. Bel- 
wood, Kansas City; “Life Insurance 
(“Single Need”), by H. M. Carrothers, 
Detroit; “Life Insurance (Program).” 
by J. K. Blitz, Pittsburgh. “Closing 
Methods That Click for Me” were 
handled by K. QO. Stokes, Indianapolis, 
on “Accident Insurance’; R. A. Coufal, 
Omaha, on “Life Insurance (Single 
Need)”; and M. M. Bridgman, Toledo, 
on “Life Insurance (Program).” 

The “Sales Methods” panel was led 
by F. M. Exline, manager at Columbus, 
O. His speakers were E. L. Johnson, 
Chicago, on “Presentation of Family 
Income Policy (Specified Need)”; J. C. 
Adams, Pittsburgh, “Coordinating An 
Insurance Estate’; and G. J. C. Smith, 
Columbus, “How Coordinating Insur- 
ance Estates Has Improved My Sales 
Effectiveness.” 

The same panels and subjects were 
used at the Swampscott meeting for the 
eastern division, with chairmen and 
speakers chosen from that section. The 
Green Lake panel produced well pre- 
pared, condensed outlines of value to 
every insurance agent. 

Two home office men, G. E. Bulkley, 
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vice-president in_charge of underwrit- 
ing, and J. L. Cole, superintendent of 
agencies, described to the agents the 
new plans of the companies for devel- 
oping salary, savings risks. A _ com- 
pletely organized service along this line 
is being developed and is now ready for 
the use of the agents. The salary sav- 
ings plan is regarded as another meth- 
od, in addition to group insurance, for 
reaching economically the field of small 
policyholders. It opens the low salary 
feld to agents who are accustomed to 
writing a good volume of business. It 
“bunches” prospects, under favorable 
conditions. It gives the buyer, and 
hence the agent, the advantage of the 
budget plan, without increasing the cost 
of collections. 

At the closing session Vice-president 
F. H. Haviland summed up the pro- 
gram. 

Many from Home Offfice 

Although this was a regional meeting, 
the home office representation was as 
strong as at a general meeting. Be- 
sides President F. H. Wilde, home office 
men present were F. H. Haviland, vice- 
president in charge of agencies; J. L. 
Cole, superintendent, and G. C. Capen, 
A. A. Drieu and T. P. Rice, assistant 
superintendents of agencies; M. 
Eddy, superintendent group department, 
and F. B. Harrison, manager group 
sales: Dr. A. J. Robinson, medical direc- 
tor; L. B. Soper, assistant secretary ac- 
cident department; G. E. Risley, secre- 
tary agency department, and M. E. 
Shultheis, agency assistant. 

Green Lake is a beautiful spot and 
the Lawsonia Hotel, where the confer- 
ence was held, is up to big city levels. 
Golf was a main attraction, but bath- 
ing, fishing, and the usual outdoor 
amusements were available. 


Frederick White, an Agency 
Founder, Is Dead 


(CONTINUED FROM PAGE 3) 
agency which has continued ever since 
as Minnesota state manager for North- 
western National. Mr. Odell retired 
from the agency in 1925 to devote his 
full time to management of the Buma 
Vita Company which he organized. 

In recent years when he was less ac- 

tive in the management of the White & 
Odell agency, Mr. White devoted much 
time to his hobbies of reading and travel. 
He also had an intense interest in 
archaelogy, the pursuit of which took 
him around the world, 13 times to Eu- 
rope, and to Africa, Asia, and various 
other parts of the Orient. For several 
years he read approximately 100 books 
a year. 
_ Throughout his life he maintained his 
interest in affairs of the Y 5 ie 
being a director of the Minneapolis “Y” 
from 1906 to 1924 and a member of its 
advisory board from 1924 up until June 
of this year. 


Promotions in Goldman Agency 


A number of promotions have been 
made in the La Salle ordinary agency 
of Prudential in Chicago of which A 
Van Goldman is manager. The ad- 
vancement of J. K. Alford and R. J. 
Murphy, agency assistants, and C. P. F. 
Waidlar, special agent, to assistant man- 
agers, was announced at a luncheon. 
Mr. Alford will work with R. A. Cam- 
eron assistant manager, primarily in 
the development of brokerage business, 
and Messrs. Waidlar and Murphy will 
Supervise the activities of the full time 
Staff of the agency. 


Heads John Hancock C. L. U. 


J. Mitchell Owens of Washington, 
D. C., is elected president of the John 
Hancock C. L. U. chapter. Announce- 
ment of the awarding of C. L. U. des- 
ignation this year to the following John 
Hancock representatives has been made: 
Ralph Hoyer, general agent at Colum- 
bus, O.; Oscar Carlin of Columbus, 
O.; Evelyn R. Rupe of ‘Columbus, O.; 
Edwin P. Gunn of Boston, and Arthur 
L. McCarthy of the home office. 














Round Table Discussions Up 





Connecticut Mutual Life General 
Agents Are at the Home Office for 
This Annual Function 





HARTFORD —The tenth agency 
building round table for Connecticut 
Mutual general agents is being held by 
the company this week at the home of- 
fice. It is under the direction of V. B. 
Coffin, second vice-president and su- 
perintendent of agencies, who initiated 
this series of conferences for general 
agents in 1931. Every general agent 
with the exception of new appointees 
has attended these functions. 

This conference will be attended by 
the newer general agents, eight of 
whom are former Connecticut Mutual 
supervisors. Those attending are: W. 
W. Banton, Portland, Me.; are 
Beaty, Raleigh; Frank Carlucci, Toledo; 
J. A. Diefenbach, St. Paul; M. M. Gold- 
stein, New York; J. G. Hill, Nashville; 
H. C. Hunken, Springfield, Mass.; N.R. 
Korb, Harrisburg; L. L. Lenz, Cclum- 
bus; R. H. Mate, Flint, Mich.; John A. 
Ramsay, Newark, N. J.; and W. C. 
Shouldice, Rutland. 

Mr. Coffin is assisted by F. O. Lyter, 
G. F. B. Smith, R. W. Simpkin, assist- 
ant superintendents of agencies, and E. 
C. Andersen, educational director. 
Other members of the home office staff 
participating in the discussion are: H. 
H. Steiner, secretary; E. A. Starr, man- 
ager, salary savings; C. R. Walker, 
agency assistant; R. C. Berger, editor 
of publications; W. L. Camp, editor of 
“ConMuTopics”; and W. F. Reuber, 
publications department. 

Several general agents, graduates of 
former round tables, will “come back 
to school,” this time as guest members 
of the faculty. General Agents in this 
group are: P. F. Howerton, Charlotte; 
D. C. Little, Richmond; W. K. Magru- 
der, Baltimore; H. C. Remien, Grand 
Rapids; P. C. Sanborn, Boston; W. N. 
Watson, Boston; and C. J. Zimmerman, 
Chicago. The visiting supervisors, L.G 
Clogston, Boston; and H. J. Ransom, 
New York, are leading discussions. 
These visiting general agents and su- 
pervisors will illustrate, by citing ex- 
periences from their agencies, the appli- 
cation of various principles of agency 
building. 

The subject matter to be discussed 
will comprise: Stimulating the existing 
organization; motivating men; building 
morale; advertising helps salary sav- 
ings; agency profits; recruiting; broker- 
age; and other such vital phases of the 
general agent’s job. A highlight of the 
week’s sessions will be the closing ad- 
dress which will be given Saturdav 
morning by Vice-president P. M. 
Fraser. 





President Fulton 
Gives Frank Talk 
on Agents Faults 


(CONTINUED FROM PAGE 1) 


for the business of selling life insurance. 

“Let a life insurance man put across 
a sale by a clever subterfuge and again 
though he may make a sale, he has sent 
the general standing of life insurance 
men, including himself, down several 
points in the mind of the prospect. Let 
him sell a policy without regard to the 
need of the individual and some day 
that individual is going to wake up with 
a sense of disappointment and a less- 
ened respect for the business of selling 
life insurance. 


Should Have Definite Reason 


“Tf every life insurance man in Amer- 
ica would make it an inflexible rule that 
he would never see a prospect without 
some definite reason for seeing him and 
would quickly bring every interview to 
the point where it embodied a definite 
proposal based on the prospect’s spe- 
cific needs and stated in simple and un- 
derstandable fashion, we would soon 








find that life insurance men were more 
welcome and that prospecting and get- 
ting interviews was no longer the prob- 
lem that it is today. 

“Do not let me lead you to believe, 
however, that I think the responsibility 
is entirely or even largely that of the 
man in the field. The primary responsi- 
bility after all lies with the companies. 
By their constant pressure for volume, 
—by their insistence on more men, 
often times almost regardless of whether 
those men are fitted for the business,— 
they are the biggest factor in building 
up resistance to the life field organiza- 
tion. 


Should Be Properly Trained 


“If the companies would forget about 
volume of new business for a while and 
make it their inflexible rule never to 
employ a man unless they were genu- 
inely convinced that that man had the 
qualities to make a successful life in- 
surance man and never to send him into 
the field until he was properly trained 
to make an adequate and _ intelligent 
presentation of his subject then we 
would have taken a long step forward 
in the relationship between the life in- 
surance field man and the public. 

“We have heard a great deal of dis- 
cussion lately of the necessity for some 
kind of a collective effort along the line 
of public relations in order to put life 





insurance and its sales organizations in 
the right light in the public mind. It 
am wholeheartedly in favor of any such 
effort. 


Public Relations Work 


“In discussing the matter with a man 
who knows a good bit about public re- 
lations, however, he made this observa- 
tion: The first move in any public rela- 
tion activity is to be, sure that the busi- 
ness or industry has eliminated from its 
activities every factor which can ad- 
versely affect public relations. Impor- 
tant as it is to tell the story to the pub- 
lic of the value of the business, it is 
rather futile so long as there are things 
in the business itself which break down 
the story as fast as it is built up. I sug- 
gest that as a prelude to any public re- 
lations activity and as a thing to be car- 
ried forward in conjunction with it, the 
companies and field men should exam- 
ine every factor which is adversely af- 
fecting public opinion and made a real 
effort to eliminate those factors.” 





President R. H. Kimball of Volunteer 
State Life, and Mrs. Kimball announce 
the engagement of their daughter, Mil- 
dred Montague Kimball to Merritt Kirk 
Ruddock of Richmond, Va. The wed- 
ding will take place in October. 
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In Times of Uncertainty... 


A life insurance policy in a sound company is the most 


valuable of material possessions. 


It is a symbol of 


thrift and financial stability that repays the holder many 
times over, not only in actual money but in the peace 
of mind that goes with the assurance of security. 


Owners of the nearly quarter-million Great-West policies 
are able to congratulate themselves that their future 
interests are safeguarded by the best that keen foresight 
and scrupulous administrative care can provide. 


‘GREAT-WEST LIFE ASSURANCE COMPANY 


HEAD OFFICE + WINNIPEG, CANADA 


Assets - - - - 


Insurance in Force - 


$156,805,466 
$589,511,167 
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Kentucky Home Mutual Rally 
on Lookout Mountain 


Annual Agency Convention 
Brings into Existence the Steady 
Worker Club 


The Kentucky Home Mutual Life of 
Louisville held its agency convention 
at Lookout Mountain. Commissioner 
Britton of Tennessee, who was to give 
the welcome, could not be present on 
account of illness. He was represented 
by Assistant Commissioner H. G. Try- 
phall. He said that poise and person- 
ality are successful elements in success- 
ful selling. President Ellsworth Regen- 
stein gave the opening address outlining 
the progress the company has made, 
calling attention to its improved liquid 
position. Since Aug. 8, 1932, the date 
the Kentucky Home took over the In- 
ter-Southern Life, it has paid $5,127,116 
in death and disability claims and in 
addition has paid nearly $1,000,000 to 
living policyholders. 


A. H. Hammond’s Talk 


A. H. Hammond, superintendent of 
agents Lincoln National Life, spoke on 
prospecting and sales methods. He 
said that sales language changes with 
the times. Life insurance is now sold 
on the basis of meeting wants and 
agents are not analyzing the actuarial 
features. Salesmen he said, should 
stress what life insurance will do rather 
than what it is. He pointed out that 
in order to earn $5,000 a year an agent 
must persuade one man a day to save 
10 cents a day to buy life insurance. 
He stated that the average man buys 
life insurance every five years. First 
he should buy the amount of protec- 
tion he’ needs and then investment 
should come afterward. 

The Steady Worker Club was formed 
with 15 members qualifying. <A social 
security program was outlined for those 
who maintain their 
Club membership for five years or more. 
Provision is made for bonus credits and 
business written to be cumulative at 3 
percent interest. This, therefore, builds 
up a retirement income plan. 


Harry V. Wade a Speaker 


Harry V. Wade, vice-president Amer- 
ican United Life, delivered an outstand- 
ing address upon the “Conservation of 
Business.” He pointed out the tre- 
mendous value that lies in the renewal 
account of a life agent. He prefaced 
his remarks with the question, asking 
the group of agents gathered whether 
they would like to own a Packard car, 
pointing out during the course of his 
talk, that the money in the ten year 
period on the basis of even a small 
renewal would more than equal the 
value of a Packard car. Mr. Wade said 
that conservation not only started in 
the field, but it ends there. He has 
never been particularly appealed to by 
the sentiment that people should go 
out and die for dear old Harvard, Rut- 
gers, Erysipelas College or the Stand- 
ard Oil Company, or sentiment ex- 
pressed in the agency work of a number 
of outstanding life companies, that the 
agent should go out and do and die 
for dear old company, or dear old Sec- 
retary Blutz or any other particular 
person connected with the company. 
Mr. Wade said that he was more ap- 
pealed to by the sentiment that Agent 
Smith should go out and die for dear 
old Agent Smith, but from that point 
onward his dying should be somewhat 
limited. 

He gave the classification and rating 
for various prospects, grading these in 
three groups—good, fair, and poor per- 
sistency, saying that good renewals 
started with the sale of a better class of 
business. Mr. Wade also pointed out 
that life insurance that is sold to fill 
a particular and definite need stays sold 
much better than haphazard selling. 
The agent must study and analyze the 
prospect’s problem so that the prescrip- 


Steady Worker | 





tion he gives him permanently cures 
out that problem. 

A session was held on “Cooperation 
Between the Home Office and_ the 
Field.” 


Judge Dawson Banquet Speaker 


At the banquet Judge ‘Charles I. Daw- 
son, chairman of the board and general 
counsel, delivered a talk on the rise 
of life insurance selling. The standards 
that are set by the life insurance men 
of today are well worth the pride that 
a life insurance man should have today 
in his employment. He further pointed 
out that the service a competent life 
man has to offer today, has as definite 
need as the services of other lines. The 
day has now passed when a prospect 
gave so and so an application for life 
insurance because so and so happened 
to be out of a job and generally down 
and out. Judge Dawson further com- 
mented on the fact that the agency 
force, the board of directors and officers 
had built the company of which every 
person connected with it can be justly 
proud. He said that the Kentucky 
Home Mutual was fortunate in securing 
the services of such able Kentucky 
business men as are represented on the 
board and in executive offices. Progress 
made by the company since its mutual- 
ization was also pointed to with pride. 


Those at Speakers Table 


Among the directors at the speakers’ 
table were L. C. Cortright, vice-presi- 
dent and actuary; Charles I. Dawson, 
chairman of the board and general coun- 
sel; F. S. Dougherty, attorney, Louis- 
ville; H. L. Donovan, president, East- 
ern Kentucky State Teachers College, 
Richmond, Ky.; D. W. Fairleigh, sec- 
retary and trust officer, Lincoln Bank 
& Trust Company, Louisville; S. L. 
Guthrie, president, Fairfield Distillery 
Company, Bardstown; Ellsworth Regen- 
stein, president, Kentucky Home Mu- 
tual; J. B. Williams, secretary and 
treasurer of the Kentucky Home Mu- 
tual, and Rev. James Stirling rector, 
St. Paul’s Episcopal Church, Chatta- 
nooga. 


Advertising Conference Men 
Give Suggestions 


(CONTINUED FROM PAGE 1) 


of the power of advertising. The best 
definition of advertising he has found 
is “Advertising is the molding of public 
opinion in favor of your product, your 
service or your business.” Public opin- 
ion, he said, is one of the mightiest fac- 
tors in the world today. All advertis- 
ing, he said, should not sell. He con- 
tends that some should do a little mold- 
ing of favorable public opinion toward 
the advertiser. 


Biggest Job Yet To Be Done 


The American industry, he said, has 
failed through advertising to sell itself 
to the American public and in that he 
believes that advertising’s biggest job is 
still to be done. Mr. McIntire said, “If 
the public knows more about us, knows 
more about how we make our goods, 
more about how we run our businesses, 
how honest we are, and how we are 
striving with might and main to give 
them good merchandise full of honest 
value well worth the price they are asked 
to pay for it, they will not be so willing 
and ready to submit to these crackpots 
who lead them off into idle paths. That’s 
where advertising is coming in. That’s 
where advertising’s biggést job is still 
to be done.” 


What an Agent Wants to Know 


President Fisk in talking before the 
life group session said that an agent 
coming into insurance wants to know 
if the company with which he is associ- 
ating is sound. He must know that it 
meets its obligations to policyholders 
promptly and unequivocally. This en- 
ables him to establish confidence and 
the man who has confidence in his agent 
realizes that he is safe in accepting his 





information. Men.about to insure are 
satisfied that a good place for money is 
in life insurance. The thought arises as 
to the best way to make the investment. 
After buying the insurance the main 
responsibility rests with the company. 
Sound investment and conservation of 
funds constitute a major objective of 
the companies. A prospect must con- 
sider what he desires to accomplish 
through life insurance. He said that 
life insurance is the only investment that 
will insure a person’s life and provide a 
highly desirable plan of savings at the 
same time. 


S. M. Gamble’s Address 


S. M. Gamble, agency assistant Mas- 
sachusetts Mutual, said that collectively 
appraised there is no organization more 
dauntless than life agents. The market- 
ing problem, he said, is more acute, 
more perplexing than ever and far more 
ramified. Unscrupulous, misguided or 
uninformed critics assail the business. 
The sale of savings bonds of small ‘de- 
nominations on the easy payment plan 
by the federal government is handicap- 
ping the furtherance of life insurance ser- 
vice. Savings bank life insurance plans 
have come into being. This he char- 
acterized as unfair competition. The 
sales channel, he added, is further 
choked by general economic unrest. The 
life insurance business, he declared, is 
confronted by an unprecedented need 
for a public relations job of the highest 
quality. 


Agent Needs Assistance 


The agent needs assistance in making 
favorable contacts with an increasing. 
number of people who need life insur- 
ance. Direct advertising, he said, is bet- 
ter equipped to give the agent assist- 
ance. Poor prospecting and inadequate 
pursuit of a definite plan to work caused 
more failures in life insurance produc- 
ing than anything else, he said. It is 
quite evident, Mr. Gamble claimed, that 
whether the business skies are blue or 
gray at least a majority of agents need 
a track to run on, leading from one pros- 
pect to another, with a full day’s sched- 
ule definitely fixed before the run is 
started. He said that the Massachusetts 
Mutual has a complete direct mail ad- 
vertising service and it tells the agents 
that if direct advertising gave them no 
further service than assistance in doing 
the things they already know how, that 
they must do to succeed and doing them 
persistently, it would still be worth all 
that it cost. The direct advertising plan, 
he said, guides an agent in planning his 
interview by helping him with his an- 
alytical thinking about each prospect’s 
needs in advance of a personal call. 


Results of the Service 


The service completed its first five 
years operation June 1. During that 
time the agents showed a composite 
average of one sale among every 23 
prospects cultivated by the advertising, 
$2.34 first year commission per prospect 
and $12.41 first year commission per 
dollar of advertising cost to the agent. 
In 1937 there was one sale for every 10 
prospects, $5.62 commission per prospect 
and -$90.49 commission per advertising 
dollar spent by the agent. In 1936, Mr. 
Gamble said, the Massachusetts Mutual 
agents sold more business to prospects 
cultivated by the advertising than in any 
previous year. Again, in 1937, a new 
high was reached. No matter how good 
an advertising plan may be, he con- 
tinued, it must be sold and resold to the 
agents or they will forget it. 


C. F. J. HARRINGTON 








C. F. J. Harrington, Massachusetts 
commissioner, formerly a local agent in 
Boston, gave the welcome to the con- 
ference. He said that for many years 
those laboring in the producing field 
have tried to impress on company ex- 
ecutives the desirability of taking the 
public into their confidence; of eliminat- 
ing the mystery with which the busi- 
ness is surrounded in some of its activi- 
ties. He found there has been a reluct- 





John Prins of Tacoma Is 
Candidate for Trustee 


A. number of leaders in the far west 
are promoting John Prins of Tacoma 
for election as trustee of the National 
Association of Life Underwriters jp 
Houston next week. For seven years 
he has been manager of Metropolitan 
Life in Tacoma. He has served as as- 
sistant manager of Metropolitan in Se- 
attle, and as manager in Yakima and 
Spokane. In each city he was active in 
the life underwriters association. He 
is a past president of the Spokane asso. 
ciation. He is a past president of the 
Tacoma Chamber of Commerce and is 
president of the Federation of Social 
Agencies. He was educated in Holland 
and graduated from the law school of 
the University of Washington. Before 
entering the insurance business he rep- 
resented an American firm at Soura- 
baya, Java. He was in charge of Red 
Cross and Y. M. C. A. work among 
war prisoners in Siberia. He has been 
endorsed by 12 associations in the Pa- 
cific Northwest. Palmer Kennedy, spe- 
cial agent for Provident Mutual Life in 
Tacoma, is chairman of the committee. 








ance on part of individual companies to 
undertake a broad, comprehensive pro- 
gram of public education because of the 
complexity and enormity of the path. 
Commissioner Harrington said _ that 
through feature stories intelligent writ- 
ers can interpret the insurance business 
so that the reading public will have a 
better comprehension of it. He char- 
acterized insurance as the fourth larg- 
est business in this country and said 
that it would be interesting to find the 
number of people who obtain their live- 
lihood from it. 

He referred to an article written in 
the Boston “Post” a few years ago by 
a well known writer who discussed the 
advantages and disadvantages of a state 
workmen’s compensation fund. This 
was written in an impartial and simple 
way and presented both sides so that 
readers could readily understand the ad- 
vantages and disadvantages. He be- 
lieves that in daily papers there should 
be these specialty articles written in a 
popular style. 





BOOKS OF ATTACK 





In the life insurance session H. A. 
Richmond, Metropolitan Life, quoted 
with approval the librarian who said the 
appearance of critical books about a 
business often indicated a lack of inter- 
esting and well written books concern- 
ing it. He said this was an age of con- 
sumer interest in daily purchases, a day 
of the candid camera instead of posed 
pictures and it was necessary to con- 
sider also the higher level of education. 
These facts then make it desirable, he 
concluded to be more explicit in life in- 
surance advertising. 

A. H. Reddall, Equitable Society, and 
E. M. Hunt, Mutual Life of New York, 
both declared that there is danger of 
over-emphasizing the old age income 
service of life insurance since 87 per- 
cent of the nation’s income receivers 
get less than $2,500 a year and could 
not buy investment beyond partial pro- 
tection need. Mention was made also 
at this session that life insurance should 
dissociate itself from ordinary install- 
ment buying, since it seems likely that 
installment purchases are due for a sea- 
son of criticism which may become se- 
vere. 


Gordon H. Campbell, Aetna Life gen- 
eral agent at Little Rock, was reelected 
president of the Arkansas Football Of- 
ficials Association at its annual meeting. 
He has served continuously as president 
of this association since its organization 
more than 10 years ago. For more than 
25 years he was one of the most active 
football officials in the state, and retired 
from active participation in football of- 
ficiating two years ago. 
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Advertising Men 
in Annual Muster 


(CONTINUED FROM PAGE 4) 


the Insurance Advertising Conference, 
has been at the home office of the Bos- 
ton and Old Colony since 1924. He 
went there after being a local agent at 
Newark, N. J. He has been success- 
ful in developing many specific outlines 
for producing fire and inland marine in- 
surance. His advertising and direct mail 
pieces both in sales copy and illustra- 
tion are distinctive and effective. His 
exhibit won the 1931 I. A. C. trophy 
as the best campaign submitted by any 
fre, life or casualty company. He de- 
signed the program cover and as chair- 
man of the program committee for the 
current convention won the praise of 
the members. 


S$. G. Wingfield’s Address 


A bright and stimulating conclusion 
was furnished by Sam G. Wingfield, 
public relations counsel, New York. He 
said any business man could obtain pub- 
licity by taking his pants off on the 
streets of New York and then defined 
the art of publicity as keeping the client 
in the papers but with his pants on. In 
divorce cases, publicity often goes, he 
said, to the blond who could kiss a tree 
and start a forest fire. He gave exam- 
ples of good and bad publicity efforts. 

In the life group session Ernest V. 
Alley of the Alley & Richards Adver- 
tising Agency, Boston, suggested that 
insurance companies might well study 
how to make their advertisements more 
effective in producing name and prefer- 
ence identity. Company titles, he be- 
lieves, might well be shortened in copy 
to show only name words not repeated 
for other companies as for example, 
John Hancock, Union Central, National 
Life of Vermont. 


SEC Sends First 
Questionnaires 


(CONTINUED FROM PAGE 2) 


order that we may have authoritative 
material available in such form as will 
permit its expeditious use. 

“This questionnaire is preliminary to 
a more detailed questionnaire which will 
be submitted at a later date. In order 
to impose no unnecessary burdens, how- 
ever, we have endeavored to segregate 
information which it will not be neces- 
sary to duplicate later.” 


Returns by Oct. 1 


Returns to the questionnaire are to be 
filed with the commission not later than 
Oct. 1. The questionnaire asks only for 
information as to the organization of 
the companies, the states in which they 
are authorized to do business, details of 
the charter, a copy of by-laws, the plan 
of business, the present types of busi- 
ness engaged in, the history and devel- 
opment of the business, whether it has 
been rehabilitated or in receivership, 
and information as to annual and spe- 
cial meetings and the various reports 
issued by the companies. Details of in- 
vestment policies are to be explored in 
the more comprehensive questionnaire 
which is to be distributed later. 


Some Demands Made & 


One question asks whether a state, 
territory or foreign country denied, sus- 
pended, revoked or withdrew a license 
and if so, full information as to the rea- 
son is exacted. Another demand is a 
copy of a proxy with consent or author- 
ization solicited by the company and 
Printed statement, circular, letter or 
other similar matter sent out to stock- 
holders or policyholders in connection 
with any modification or amendment. 
Another demand is to state whether at 
any time any voluntary readjustment 
was affected. Another question involves 
the methods used by companies in an- 
nouncing annual and special meetings. 
Copies of notices are asked. Further- 
more it is inquired whether annual re- 
ports are furnished policyholders and 











stockholders and whether reports for the 
years from 1923 to 1936 are available if 
requested. Furthermore it is asked 
whether the companies regularly dis- 
tribute interim reports to policyholders 
and stockholders. 


Distribution of Reports 


It is asked whether reports are dis- 
tributed to policyholders and stockhold- 
ers only on request. If such be the case 
the number of such requests during 1937 
is asked. It is further asked whether 
the accounts from Jan. 1, 1923, to Dec. 
31, 1937, inclusive were audited by inde- 
pendent auditors or certified public 
accountants. The scope of the audit is 
called for. Also it is asked whether dur- 
ing the same time to policyholders and 
stockholders companies had sent bal- 
ance sheets, gain and loss accounts, in- 
come and disbursement accounts, and 
detailed information with respect to the 
investment portfolio. 

Another inquiry relates to mutual, 
mixed and strictly proprietary compa- 
nies and the information is asked if a 
company changed or is changing its plan 
of business from a mutual to that of a 
strictly proprietary plan of business or 
vice versa, in detail the methods by 
which and terms upon which the change 
was or is being effected and how the 
voting rights of shareholders or policy- 
holders were exercised during the tran- 
sition. 


Pink Sets Forth 
New York Policy 


(CONTINUED FROM PAGE 1) 


upon the size and spread of the busi- 
ness of the company and should not be 
arbitrarily fixed by a rule which imposes 
hardship upon the smaller companies. 

New York is one of the compara- 
tively few states having civil service ex- 
aminers and the superintendent is com- 
pelled by law to examine the companies 
through employes of his department. 
While it is his contention that the law 
broadly interpreted does not prohibit 
outside participation, the main work 
must be done by the civil service em- 
ployes of New York. 

Since the matter has been acute in 
the National Association of Insurance 
Commissioners, the following examina- 
tions of New York companies have 
been completed with the states indi- 
cated participating at the invitation of 
Superintendent Pink: Home Life, West 
Virginia and Mississippi; Manhattan 
Life, Texas; Metropolitan Life, Indi- 
ana, Tennessee, Texas, California and 
the District of Columbia; United States 
Life, Pennsylvania; British General and 
Union Assurance, Missouri. The Ohio 








department participated in the examina- 
tion of the Auto Mutual Indemnity. 





Direct Prospecting Method 
Told by “Pep” Dawson 


(CONTINUED FROM PAGE 2) 


the privilege of referring to the center 
of influence, rather than an actual intro- 
duction,” Mr. Dawson said. This he 
usually secures later by sending a letter 
to his friend reminding him of their 
conversation about the tentative pros- 
pect; saying he plans to meet the man 
soon and feels the interview would be 
more pleasant if it were on the basis 
of a mutual acquaintance. 





Rarely Is Turned Down 


He asks the friend to pen a brief rei- 
erence at the bottom of the letter. Mr. 
Dawson said for many years his aver- 
age of affirmative replies has been 94 
percent. In addition when he presents 
the letter to the tentative prospect, it is 
clear proof that he knows the mutual 
friend and has his respect and trust. 

A fine method which Mr. Dawson 
suggested was to study the center of 
influence, to set down his contacts with 
other people, to give him a comprehen- 
sive appraisal. It is then easy to turn 
to various directories and make up a list 
of names that the center of influence 
logically should know. Thus if he is a 
physician or surgeon, he belongs to 
medical societies. He is a graduate of 
one or more colleges and probably ac- 
tive in an alumni association, he may 
be a member of a college fraternity; he 
may have office in a building housing 
many other doctors whom he will know. 
There are numerous other points of 
contact on the business side which he 
easily can ferret out. In addition there 
are the activities around the doctor’s 
home. If the agent will find out what 
church he attends there will be opened 
many leads to fine prospects. 


Urges Direct Prospecting 


“The successful agent of today is do- 
ing a direct prospecting job,” Mr. Daw- 
son said. “But unfortunately a great 
many agents do not do so. We should 
make the point each week to attempt 
to reach a man that we would like to 
meet. We need to learn to coordinate 
our prospects with our sales equipment, 
to specialize in prospecting. 

“Prospecting and the approach are 
the two biggest stumbling blocks in the 
business. Many agents are inhibited 
from going in to see people. The only 
thing that eliminated my inhibition was 
knowledge; knowledge how to meet a 
man, what to say to him and what to 











INSURANCE STOGKS: 
H. W. Cornelius of Bacon, Whipple 
& Co., 135 South LaSalle street, Chi- 


cago, gives the following stock quota- 
tions for life companies: 





Par Div.* Bid Asked 
Aetna Life ..... 10 1.25 2 23 
Alliance Life ... 1 ore a 1% 
Central, Ill. .... 10, 12 
Cent. States Life 5 % 3% 
Columb. Nat. L.100 wan 6 75 
Conn, General... 10 .80 2 23 
Contl. Assurance 10 2.00 3 36 
Federal Life .... 10 eda 6 


Great Northn. L. 10 


Great Southn. L. 10 was 2 3 
Kan. City Life..100 16.00 34 f 
Life & Cas...... 3 .50 11 
Lincoln Natl. ... 10 1.20 2 26 


New World Life 10 -40 
No. Amer. Life.. 2 waa 
N. W. National... 5 .30 
Ohio National ... 10 a 
Old Line Life... 10 .60 
Sun Life, Can...100 

Travelers 00- 
Wis. National.. 
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do in the first five minutes of the sell- 
ing process. 

“Every case requires at least that we 
use an interesting salutation—people 
want friendliness, a smile, and not seri- 
ousness; if you have anything in com- 
mon with the prospect mention it soon 
in the interview; and that we use the 
introducer’s name in a favorable way.” 


Schedule of Gatherings 


Mr. Dawson was introduced by E. B. 
Thurman, Chicago general agent New 
England Mutual. C. B. Stumes, new 
association president, presided for the 
first time. He announced the Chicago 
Life Insurance & Trust Council will 
meet Sept. 29 with Gilbert T. Stephen- 
son as speaker. Probate Judge J. T. 
O’Connell will address the first fall 
sales clinic, Oct. 28, starting at 4 p. m. 
The women’s division will hold a lunch- 
eon meeting Oct. 4, at which Sara 
Frances Jones, Equitable Society, will 
talk on business insurance. The Chi- 
cago C. L. U. chapter will meet Oct. 3, 
John O. Todd, successful agent, telling 
of his working methods. 

Ten new C. L. U.’s and three who 
passed the last examination but have 
not met all requirements were intro- 
duced. 


Will Lecture at Harvard 


NEW YORK—Dr. Alfred Manes, in- 
ternational insurance authority and pro- 
fessor of insurance at Indiana Univer- 
sity, will lecture at the graduate school 
of business administration at Harvard in 
October. 
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Mutual Companies and Officers Policy 


OrrictaLs of mutual companies desire 
to be fair, upright and honest in their 
relationships with policyholders despite the 
attacks made on them and their method of 
conducting elections by muck-rakers. They 
realize the sanctity of their trusteeship. 
The NorTHWEsTeRN Mutua Lire, for 
example, pursues an interesting course each 
year in that it appoints an examining com- 
mittee of policyholders to investigate the 
general policies and methods pursued, em- 
ploy their own auditors, unless state audi- 
tors are making their periodical check, and 
report their findings at the first meeting 
of the trustees after appointment. This 
year’s is indicative of the type of men 
that are appointed by the trustees of the 
NorTHWESTERN Mutua LiFe for this 
special purpose. They are Georce B. 
LuuMAN of Milwaukee, president of the 


First Wisconsin Trust Company; W. 
N. Smiru of Platteville, Wis., vice- 
president Vinecar Hitt Zinc CoMPANY; 
Attorney J. K. WarkIns, president of the 
Derroir CoMMuNITY Funp; Frank C, 
Bropuy of Phoenix, Ariz., banker, citrus 
grower and mining magnate; W. M. 
Davis, Louisville, vice-president Union 
NaTIonAL Bank. All these men are col- 
lege men. Mr. LUHMAN is a graduate of 
the UnIveRSITY OF WISCONSIN as is Mr. 
SmitH. Mr. Watkins is a graduate of 
the University oF MICHIGAN and was a 
Ruopes scholar at Oxford. Mr. BropHy 
is a YALE man and Mr. Davis took his 
course at Purpue. Mr, LUHMAN carries 
$101,000 insurance in the NoRTHWESTERN, 
Mr. SmitH $135,265, Mr. WATKINS $130,- 
622, Mr. Bropuy $170,000 and Mr. Davis 
$45,535. 


Commissioner Blackall’s Suggestion 


CoMMISSIONER BLACKALL of Connecti- 
cut has made a suggestion that has been 
presented from time to time that seems to 
us to be very wise and necessary, that 
being legislation that will compel so-called 
insurance “advisors,” “counselors,” and 
those of like ilk to be licensed by the 
state so that there will be some control 
over their activities and statements. Com- 
missioner BLACKALL takes the position 
that no one can tell today whether these 
people are competent to give honest ad- 


vice or not. Many of them are purely 
mercenary. Most of them set forth spu- 
rious arguments for making changes in 
policies all to the detriment of the policy- 
holder. They are prone to be misleading. 
They are subtle in their approach and as 
a rule they are destructive. We agree 
with Commissioner BLAcKALL that the 
state should have the power to license 
them and, therefore, make them answer- 
able to the insurance department for the 
statements they set forth. 


Debarring Irresponsibles from Mails 


CoMMISSIONER Pew of Iowa, in a recent 
address, stated that his department and 
those of other states that had cooper- 
ated with the federal postal authorities 
in investigating and running down un- 
savory insurance schemes which were 
running amuck over the country un- 
licensed, had been successful in getting 
them debarred from the mails. One of 
the most vexing problems before insur- 
ance commissioners is the irresponsible, 
unlicensed company, one that defies the 


department by claiming to have a heaven 
born right to operate where it desires. 
Most of these outfits have a very strong 
odor. They are seeking prey which 
they can devour. Seemingly the most 
effective manner in dealing with them is 
through the postoffice department and 
as Commissioner Pew pointed out, those 
officials that have cooperated with the 
postal authorities have run some of these 
unlicensed insurance concerns out of 
business. 


Mighty Army of Insurance Workers 


TAKING together the insurance men of 
the country as one body, we challenge 
any other occupation to show that it is 
contributing so greatly to the good of 
mankind. Insurance in its various rami- 
fications is protecting life, property and 
services, making therefore, living much 


more secure and contributing greatly to 
the welfare of all. In all branches of 
insurance constructive work is being 
done. When an insurance policy goes 
into effect it means greater security for 
the holder and has an unusually far 
reaching effect. 


Cincinnati’s Season All Arranged 


THE CINCINNATI Lire UNDERWRITERS 
AssocIATIon has taken a forward step and 


has gotten out a prospectus, so to speak, 
of its 1938-9 season. It is a booklet in- 





cluding photos of speakers who are to 
address the meeting together with a few 
paragraphs about each one. Therefore 
the members have the program a year in 
advance so that they can see who is to 
speak and they are given a brief back- 
ground of the speaker’s history and 
achievements. The program committee 


members at Cincinnati gave much thought 
to the selection of speakers. They cop. 
cluded that it was unwise to operate on 
a hit and miss fashion. They have q 
definite object in view. By arranging 
their schedule for the entire season they 
were able to get most of the speakers 
that they approached. 








PERSONAL SIDE OF BUSINESS 





News of the marriage last July of 
Thomas Watters, Jr., of the Washing- 
ton, D. C., law firm of Lyons, Cohen, 
Watters & Baldridge, and special coun- 
sel of the Underwriters Social Secur- 
ity Service of the National Board of 
Fire Underwriters, to Marie Louise 
Schloss of Des Moines, only recently 
became generally known. Following 
graduation from the University of Chi- 
cago, Mr. Watters completed his legal 
training at the law school of Drake Uni- 
versity, engaging in general practice in 
Des Moines soon thereafter. The couple 
will make their home in New York City. 


R. W. Faulkner, vice-president of the 
Woodmen Accident and Woodmen Cen- 
tral Life, was stricken with a heart at- 
tack while at his desk a few days ago, 
but is recovering in a Lincoln, Neb., 
hospital. Charles E, Spangler, chairman 
of the board of the Woodmen compa- 
nies, suffered a cerebral attack at his 
home, but is rapidly mending. 


Arthur C. Wood, New York Life, 
Oklahoma City, has completed 812 
weeks of consecutive weekly production. 
He has not missed a week since he 
signed his contract with the company. 


J. M._ Brown, assistant secretary of 
Canada Life, is at present in the British 
Isles division of that company, where 
he will remain for several weeks. 


Born and reared in Hyde county, N. 
C., back in the horse and buggy days, 
D. R. Midyette, veteran Richmond, Va., 
general agent of the Fidelity Mutual 
Life, started out in life as a buggy sales- 
man and proved himself such a success- 
ful salesman that he was induced to try 
his hand at selling life insurance for the 
Fidelity Mutual. He was equally suc- 
cessful in his new role and in two years 
was given a general agent’s contract for 
eastern North Carolina with headquar- 
ters at Kingston, N. C. Later he was 
transferred to Richmond with territory 
expanded including several states. He 
has been with the company continuously 
since 1882. For a time he was one of 
its leading producers. 


Fred G. Wolfinger, secretary and 
cashier of the Central Life of Des 
Moines, has completed 30 years of con- 
tinuous service with the company. He 
started as an assistant in the accounting 
department. In 1909 he became man- 
ager of the accounting department and 
1929 assumed his present position as 
secretary. 


Walter W. Head, president General 
American Life of St. Louis, Mo., 
acted as master of ceremonies for “The 
Onward Road” program sponsored by 
St. Louisians, Inc., from Radio Station 
KMOX. The heads of various local ra- 
dio stations were featured on the pro- 
gram. Mr. Head also spoke at the 





commencement of the St. Louis aii 
of the American Institute of Banking, 
He is a former president of the Ameri- 
can Bankers Association. 


Freeman J. Wood, Chicago general 
agent Lincoln National Life, narrowly 
escaped death last week when a Minne- 
apolis bound train in which he was rid- 
ing was derailed due to a washout near 
Hudson, Wis. The accident occurred 
early in the morning a few minutes after 
Mr. Wood had gone into the dining car 
for breakfast. It appears that Mr, 
Wood felt the pangs of hunger at just 
the right time as the coach in which he 
had been sleeping was almost demol- 
ished. However, he received a severe 
shaking up and minor injuries. 


Martin G. Miller of Topeka was hon- 
ored with a banquet given by members 
of the Kansas agency of the Mutual 
Life of New York, to celebrate the com- 
pletion of 25 years of service with the 
company and the Kansas agency. 


Washington Reviews Effort 
to Get Tax on Agents 


OLYMPIA, WASH.—On the theory 
that a decision of the Washington state 
supreme court in respect of barbers is 
applicable to insurance agents, the state 
department of social security announced 
that it will immediately demand that all 
life companies operating in Washington 
pay an unemployment relief tax for all 
agents and solicitors. 

The Washington social security board 
right along has been seeking to force 
life companies to pay the tax and have 
their agents pid 1 das employes. The 
board has threatened to impose penalties 
upon the companies if they did not do 
so. However, the companies have stood 
fast as they have in all other states. 
Three declaratory judgment test suits 
brought by life companies are pending 
before the Washington state supreme 
court and until decisions are rendered 
in these cases it is safe to say that the 
companies will resist this new demand 
of the social security board. 

The case upon which the social secur- 
ity department is basing its new move 
is McDermott vs. State. The supreme 
court ruled in this case that the common 
law definition of master and _ servant 
does not apply, in determining whether 
a person is an employe under the un- 
employment compensation act, but that 
the employment that is subject to tax 
is as defined in the state social security 
act. In the McDermott case the supe- 
rior court held that barbers who rented 
chairs from the owner of a shop are not 
employes under the act. This decision 
was reversed by the state supreme court. 


Complete financial data, policy facts, 
rates and values in the 1938 Unique 
a $5. National Under- 
writer. 
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Donnelly Succeeds Talbot 


Veteran Agency Manager of South- 
land Life 


Brownsville Chamber of Commerce 





Becomes Manager of 





Col. W. E. Talbot, for years agency 
manager of the Southland Life, who has 
continued in that position since the 
merger of the Gulf States and the South- 
land, has resigned to become manager 





COL. W. E. TALBOT 


of the Brownsville chamber of com- 
merce. B. A. Donnelly, agency director 
of the Gulf States before the merger 
with the Southland, will be the new 
agency manager, President A. Morgan 
Duke announces. 

Mr. Donnelly has been associated 
with Mr. Duke in the insurance business 
for a number of years. He is vice- 
president of the Southland. He is one 
of the most progressive insurance men 
in the southwest and has the reputation 
of being one of the leading organizers 
and directors of agency groups. 

Joe Woodard, assistant agency direc- 
tor, will continue in the same post. 





Continental American Buys 
Site for Home Office 


A site for a new home office building 
has been bought by the Continental 
American Life at the corner of Rodney 
Square, Wilmington, Del. It is termed 
by President A. Rydgren as “un- 
doubtedly the foremost remaining avail- 
able site in Wilmington.” It is flanked 
by Wilmington’s new post office, the 
city hall and court house building, and 
faces across the square the library and 
the duPont building. : 

Plans are not completed but it is ex- 

pected ground may be broken within 
six months and the company may move 
into the new quarters early in 1940. 
_ “Expansion of the Continental Amer- 
ican business renders it unwise to con- 
tinue to depend on the possibility of 
obtaining suitable rented space,” said 
President. Rydgren. “Despite the de- 
pressed business conditions which have 
existed almost continuously since 1929, 
our business, since 1929, has increased 
more than 35 percent insurance in force 
and almost 80 percent assets. During 
the last few years our business has been 
increasing at an even greater rate, with 
Prospects for still further acceleration 
in our rate. of growth when business 
conditions become more nearly normal. 
Thus it has become timely to plan for 
a home of our own.” 

The initial unit new home will occupy 
only a small part of the plot. The prop- 
erty will accommodate a structure in 
keeping with the surrounding architec- 











ture large enough to house the company 
until it is 15 times its present size. The 
site runs the length of the entire block 
on Eleventh Street between King and 
French streets, and extends. north 
toward Twelfth street 120 feet on both 
King and French streets. It was pur- 
chased from Eugene E. duPont. The 
present quarters are in the duPont 
building. 


Rural Bankers Is Reinsured 
by Central Life, Illinois 


Central Life of Illinois has reinsured 
Rural Bankers Life, an assessment 
legal reserve company of Dixon, IIl. 
Rural Bankers Life was organized in 
1934 by John V. Sees who had a com- 
pany by the same name in Indiana, and 
is also national secretary of Standard 
Life of Lawrence, Kan. Later it was 
sold to a group in Dixon. 

As of Dec. 31, 1937, Rural Bankers 
had insurance in force $3,360,000. It 
received from policyholders during the 
year $66,986 and paid claims $14,000. 
Rural Bankers received from members 
$45,860 during the year, and total in- 
come $506,279, paid policyholders $3,000, 
other disbursements were $32022. As- 
sets were $50,430, policy reserves $49,- 
296, net surplus $492. 

Ray Kline, who was vice-president 
of Rural Bankers, becomes general agent 
for Central Life in Dixon. He has 
been in the business a good many years. 

Central Life paid no commission for 
Rural Bankers. There is a slight im- 
pairment which Central Life makes 
good. Most of Rural Bankers business 
was on the regular legal reserve basis 
with cash values. About $1,000,000 is 
ordinary life and most of the balance 
is long term business. 


In New Building Nov. 1 


The Farmers & Bankers Life of 
Wichita, Kan., expects to move Nov. 1 
into its new ‘home office building, a four- 
story fireproof structure in the center of 
the business district formerly occupied 
by the Wichita Club but which has been 
completely remodeled in the past six 
months. 














Plan Denver Reorganization 


DENVER—V. L. Tickner, who has 
resigned as president of United Ameri- 
can Life of Denver, retains a connec- 
tion with Great Eastern Mutual Benefit. 
A. M. Quaintance is vice-president. The 
company will be reorganized shortly 
with appointment of a new president, 
but directors will remain the same. 


Mutual Benefit’s New Director 


W. Paul Stillman, president of the 
National State Bank of Newark, has 
been elected a director of the Mutual 
Benefit Life. He was recently elected 
a director of the Firemen’s Fire of 
Newark. 


R. F. McKnight Resigns 


R. F. McKnight, superintendent of 
agents of the Federal Life & Casualty 
of Detroit, has resigned. Fred Grainger, 
agency director, will take on the work 
at least temporarily until some decision 
is reached as to Mr. McKnight’s suc- 
cessor. In addition to his regular 
agency work he has gotten out each 
week the “Federal News,” a sprightly, 
inspirational sheet. 


National of Canada Appointments 


The National Life of Toronto has ap- 
pointed G. M. Drury, who has been in 
the accounting department for 18 years, 
chief accountant. D. M. Tudhope, who 
joined the company in 1937, is appointed 
supervisor of field service. F. E. 
Fletcher, who spent eight years in vari- 
ous agency offices of the company and 
four years in the agency department at 
home office, becomes agency secretary. 
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This full-page magazine advertisement is 
adding to the warm welcome Union Cen- 
tral men are receiving these days, when 
they call with the Family-needs Forecast. 


Bridging the gap between 


“MAYBE | OUGHT TO TAKE IT" and 
“| CAN'T GET ALONG WITHOUT IT!” 


Many a sale is lost because the underwriter succeeds only in 
stirring up a vague, general uneasiness in the prospect’s mind 
—rather than a sharp awareness of his family’s specific and 


vital needs. 


But this difficulty vanishes, with Union Central’s new 
Family-needs Forecast. This potent new method of selling 
not only spot-lights the seven vital needs—it gives the prospect 
a crystal-clear picture of just what would happen, if his present 


insurance had to care for those needs. 


The result is that the prospect sells himself on adding pro- 
tection to fill the gaps. The Forecast has given him, probably 
for the first time, a real understanding of the job he’s got to do 
—has made it possible for him to arrive, by himself, at the 
conclusion that he simply “can’t get along without it!” 


The UNION CENTRAL LIFE Insurance Company 


GUENIGEIN INT Vane Ole tn®@) 
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LIFE AGENCY CHANGES 





Rugg to Succeed Rumsey 





General Agent for Penn Mutual at 
Waterloo, Ia., Asks to Be Relieved 
of Responsibilities 





A. Ellison Rumsey, general agent of 
the Penn Mutual Life at Waterloo, Ia., 
ending 40 years of service, has asked 
the company to relieve him of manage- 


* 





HAROLD E. RUGG 

ment responsibility. He will be suc- 
ceeded by Harold E. Rugg, who has 
been connected with the agency for 20 
years, for several years as supervisor. 
Mr. Rumsey has agreed to continue as 
associate general agent. This announce- 
ment was made at a dinner in Waterloo 
by G. D. Davis, assistant to the vice- 
president. ° 

Mr. Rumsey started with the Penn 
Mutual Sept. 1, 1898, in Sioux City. In 


brothers, C. H. and Hugh E. Rumsey, 
were general agents. Shortly after he 
established a district agency in Water- 
loo. In 1905 the Des Moines and Sioux 
‘City agencies were merged, a partner- 
ship being formed by Hugh E. and A. 
E. Rumsey and J. Murray. Since 1917 
Mr. Rumsey has been in full charge. 
Mr. Rugg joined the agency Jan. 1, 
1918. Prior to that time he had been 
assistant cashier in the Blackhawk Na- 
tional Bank at Waterloo. During the 
first eight years he was office manager 
and for the last 12 the agency’s super- 
He is a member of the Waterloo 


visor. 

and Iowa Life Underwriters Associa- 
tions. The agency has four district 
agencies. 


Nauts Named in Houston 





Pan-American Life Announces Suc- 
cessor in That Territory to Wood & 
Gay—Remain as Loan Correspondents 





The Pan-American Life has an- 
nounced the appointment of R. S. Nauts 
as general agent for Houston territory. 
His office is located at 702 National 
Standard building. He succeeds Wood 
& Gay, Pan-American general agents and 
loan correspondents, who found it nec- 
essary to resign as general agents in or- 








1901 he went to Des Moines where his 


der to devote additional time to personal 
affairs as well as to their duties as loan 
correspondents for the company in their 
section. 

Mr. Nauts is a graduate of the Uni- 
versity of the South, Sewanee, Tenn. 
where his father was a professor of 
Latin and Greek for over 40 years. After 
graduation he worked for a cotton firm 
for a short period and then entered life 
insurance, in which he has been success- 
fully engaged since 1928. 

Considered one of the outstanding 
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ance stands the 33 Year 


Edward B. Raub, President 





IN LIFE INSURANCE 


In keeping with the BEST in Life Insurance stands 
the record of N. A. L. 


GREETINGS AND BEST WISHES FOR A, 
GREAT CONVENTION 
IN A GREAT STATE—TEXAS 


LIKEWISE—in keeping with the best in Life Insur- 


Service of the INDIANAPOLIS LIFE INSURANCE 
COMPANY, a Legal Reserve, Mutual Company, 
known for keeping "QUALITY, SERVICE and 
SAFETY FIRST,’ and for its sound, conservative, 
well-rounded growth for a THIRD OF A CENTURY. 


Over $107,000,000 of Insurance in Force 


Excellent opportunities for Quality Underwriters 
in Indiana, Texas, Illinois, Ohio, Michigan, lowa, 
California, and Minnesota. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


Indianapolis, Indiana 
A. H. Kahler, Supt. of Agents 


BEST 


U. through the years 


Record of Progress and 











amateur golfers in Texas, Mr. Nauts 
recently won the Galventon golf tourna- 
ment, sponsored by the Galveston junior 
chamber of commerce. 


Joining Ohio State Life 


E. H. Marshall and M. C. Gardner, 
Formerly with American Life of 
Detroit, in New Connection 











DETROIT—E. H. Marshall, who 
was superintendent of agencies of the 
American Life of Detroit for many 





E. H. MARSHALL 


years, has been appointed Michigan 
supervisor of the H. E. VandeWalker 
state agency of the Ohio State Life and 
Myron C. Gardner, Detroit City agency 
manager for the American, has been ap- 
pointed city agency manager for the 
VandeWalker agency. About 60 agents 
who comprised the American city staff 
have joined the VandeWalker agency 
en masse. Claris Adams, president of 
the Ohio State, was formerly executive 
vice-president American and Mr. Van- 
deWalker was at one time Michigan 
supervisor of that company. 





Returns to General American 


M. J. Doyle,. widely known Colorado 
insurance executive, has renewed his 
general agency contract with General 
American Life for Colorado. He has es- 
tablished offices at Colorado Springs. 

Except for the past three years, when 
he was engaged in another business, Mr. 
Doyle has been representing General 
American Life, and its predecessor com- 
pany, Missouri State Life, since 1913. 
He was formerly a partner in the Doyle 
& Raley general agency. He qualified as 
a member of the $100,000 Club on 10 oc- 
casions. 





Appoints Schwengel at Davenport 


Fred D. Schwengel has been ap- 
pointed general agent at Davenport by 
the American Mutual Life of Des 
Moines, in charge of three Iowa and 
three Illinois counties. 

He is a native of Iowa, born at Shef- 
field, but previous to entering life insur- 
ance served as a teacher and supervisor 
of schools in Missouri. He has been sev- 
eral years as special agent for the 
Home Life of New York, in the Daven- 
port agency, where he had a good record 
as a personal producer. The American 
Mutual Life office is at 606-607 Union 
Bank building, Davenport. 





Holmes With E. L. Smith 


L. L. Holmes of Indianapolis has be- 
come associated with the E. L. Smith 
agency of the Massachusetts Mutual 
Life there. He is well known in the 
life insurance field, He organized the 
first life insurance classes to be given 





at the University of Akron, Akron, O. 





He passed the C. L. U. examination, 
He graduated from Massachusetts In- 
stitute of Technology and the Univer- 
sity of Pittsburgh. He also. took post 
graduate work at the University of Chi- 
cago, being awarded the Ph.D. degree, 
For the iast five years he has been 
service director of the Insurance Re- 
search & Review Service at Indianap- 
olis. He is secretary of the Indianapolis 
Co La 





Heads Group Sales on Coast 


C. L. J. Fee of the H. G. Saul general 
agency of the John Hancock Mutual 
Life in Los Angeles has been appointed 
Pacific Coast sales manager for the 
group department. He will continue to 
make his headquarters in Los Angeles, 
but will supervise the group business of 
all the other coast agencies. 


Goldstein with Wirkman 


The Wirkman agency, Philadelphia, 
general agent of the Philadelphia Life, 
has appointed Adolph W. Goldstein 
agency manager. Mr. Goldstein, whose 
task will be to build up a strong force 
of full-time men, has been in the busi- 
ness since 1930. All of his previous 
eight years were spent with the Equita- 
ble Society. For the past three years 
he has been an assistant agency man- 
ager, 





Opening New Oakland Office 


Lee Cannon, vice-president and super- 
intendent of agencies of the Western 
Life of Helena, Mont., is spending a few 
days in the San Francisco Bay area, as- 
sisting in establishing an agency in Oak- 
land under the direction of Chris Clark, 
who has been named general agent 
there. Mr. Clark was for about four 
years with the Lincoln National Life in 
San Francisco. 

Before returning to Helena, Mr. Can- 
non will visit southern California and 
Salt Lake City. 


H. E. Flanagan Resigns 


H. E. Flanagan, Indianapolis general 
agent Reliance Mutual Life, has re- 
signed to enter another line of business 
at Massillon, O. 


Opens Downtown Office 


Officials of the Indianapolis Life have 
announced the opening of a new agency 
branch office in downtown Indianapolis. 
It will be one of the largest life offices 
in the city and will provide space for 
all the company’s agencies there. Pol- 








Goes to Charleston 











LACY E. FRANTZ 


Lacy E. Frantz has been appointed 
manager of the Union Central Life at 
Charleston, W. Va., succeeding J. L. 
Stewart, resigned. He has 17 years’ ex- 
perience in life insurance, mostly at 
Charleston, where for the past 10 years 
his annual production has averaged 
about $400,000. Mr. Frantz was born 
in Fayette county, W. Va., in 1895. He 
was educated in the public schools there 
ag took a business course at Staunton, 
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jcyholders and the public have been 
invited to an official opening of the new 
agency quarters, Sept. 16. The office 
is located at 1052-58 Consolidated build- 
ing. E, B. Raub, president, states that 
a growing agency sales staff in Indian- 
apolis has made necessary larger facili- 
ties. 


Arnett Heads New Office 


The Continental American Life 
opened an office in Cumberland, Md., 
with A. P. Arnett in charge as district 
manager. For some months he has been 
supervisor in the Baltimore branch of- 
fice. Formerly he was connected at 
Middletown, O. with an eastern com- 
pany. The new office is in 109 Freder- 
ick street. 





Gatch Is Agency Assistant 


Milton M. Gatch, who becomes 
agency assistant of the Sun Life of 
Montreal at Cincinnati, is a graduate of 
Miami University. Immediately on leav- 
ing college he entered life insurance 
joining the Sun Life in 1928 as an 
agent in Cincinnati. Three years later 
he became group representative in that 
city and in 1932 was appointed district 
group manager. He returned to the 
ordinary field in 1937. 


Name Willis at Grand Rapids 


The Old Line Life of America, Mil- 
waukee, has appointed Harlow E. Willis 
general agent at Grand Rapids, Mich. 
He was formerly with the Connecticut 
Mutual Life. 





Dorian to Manufacturers Life 


H. S. Dorian, who has been general 
agent of the Yeomen Mutual Life in 
Detroit for the past two years, has re- 
signed to join the Detroit branch of the 
Manufacturers Life under Manager 
Donald Machum. 


Feder Made Agency Supervisor 


L. H. Feder, formerly a partner in 
the Feder-Benson Company in Cleve- 
land, has been appointed agency super- 
visor of the Ohio department of the Re- 
liance Life. He will cooperate under 
the direction of Manager C. E. Stumb 
in developing an organization chiefly in 
the Youngstown-Canton territory. Bar- 
ney Benson remains as head of the 
Feder-Benson Company. 





Begley is Kentucky Manager 

O. E. Begley has become manager of 
the Federal Life for, Kentucky with 
headquarters at Lexington. He has been 
manager of another company at Or- 
lando, Fla. 





Le Roy Whitsitt, for several years an 
agent at Decatur, Ill., of the Bankers 
Life of Iowa, has moved to Urbana, IIL, 
where he will serve as district repre- 
sentative in Champaign and Vermillion 
counties, 


Life Courses Given by 
U. of W. Extension Division 





MILWAUKEE — Courses on prin- 
ciples of life insurance and on advanced 
life insurance will be opened by the 
University of Wisconsin extension di- 
vision here in cooperation with the Life 
Office Management Association. The 
instructor will be H. R. Doering, assist- 
ant professor of business administration. 
The courses prepare students for L. O. 
M. A. examinations. The course on 
fundamentals starts Sept. 21 and the ad- 
vanced course Sept. 20. 

The university also is offering a course 
in life insurance salesmanship in coop- 
eration with the American College of 
Life Underwriters. It will prepare for 
section II of the C. L. U. examination. 

C. Fuller, Stamm general agency 
Northwestern Mutual Life, is the in- 
Structor. Classes start Sept. 19. 

The university will also conduct a 
course in fraternal insurance under- 
Writing starting Sept. 19. Evans Houtz, 
State manager Maccabees, is instructor. 











Two General Agents Named 
By Massachusetts Mutual 





WILLIAM A, KERRY 


The Massachusetts Mutual Life has 
appointed W. A. Kerry general agent at 
Worcester, Mass. He succeeds 
Duvall, who becomes associate gen- 
eral agent, largely devoting his time to 
personal production. Mr. Kerry entered 
life insurance in 1916 as an agent of the 
Sun Life in ‘Cuba. Two years later he 
went with the Manufacturers Life and 
continued as its representative in Cuba 
until 1924 when the revolution caused 
American companies to discontinue op- 
erations there. In 1924 he was trans- 
ferred to Puerto Rico as manager and 
four years later was appointed head of- 
fice agency superintendent for South 
America and the West Indies. In 1934 
he was made manager in Chicago. He 
was born in Leicester, Eng., and edu- 
cated at Wyggeston College. 


W. Scott Smith Is Named 


W. Scott’ Smith, past president of the 
Massachusetts Mutual Life Agents As- 
sociation, and one of the company’s 
leading producers in St. Louis, has been 
appointed general agent at Louisville. 
He succeeds Henry K. Hill, who will 
return to personal selling. 

Mr. Smith entered life insurance in 
1924 in the St. Louis agency of the 
Massachusetts Mutual, under W. C. 
Flynn, now deceased, and continued this 
connection under General Agent C. O. 
Fischer, now vice-president. 

In November, 1934, he became gen- 
eral agent of the Pacific Mutual Life, but 
returned to the Massachusetts Mutual in 
May, 1937. His annual personal produc- 
tion has ranged to more than $750,000. 

In 1933 Mr. Smith was elected vice- 
president of the Massachusetts Mutual 
Agency Association and in 1934 was 
made president. In 1933 he was elected 
second vice-president of the Missouri 
Life Underwriters Association and in 
1934 declined the nomination for first 
vice-president. For the past five years 
he has been a member of the executive 
committee of the St. Louis Life Under- 
writers Association, being elected second 
vice-president in 1937 and first vice- 
president in 1938. Mr. Smith is a popular 
speaker before insurance organizations, 
having appeared on the 1932 program of 
the National Association of Life Under- 
writers in Chicago, and many Massa- 
chusetts Mutual convention programs 
and on the program of local associations 
in many cities. 

Before entering the life insurance 
business he was with the St. Louis 
County Land Title Co. for five years and 
with the Trust Company of St. Louis 
County for four years. 





The wedding of Miss Myra Kleifgen 

and Lieut. W. C. Hay of Fort Warren, 

Va., will take place Sept. 17 in St. ~~ 

Miss Kleifgen is the daughter of C. 

pte, St. Paul manager Mecropeiitan 
e 











CHICAGO 


THROCKMORTON IS RECOVERING 


Sydney L. Throckmorton, well known 
Chicago broker, formerly with Marsh & 
McLennan, who was stricken with in- 
fantile paralysis last September and has 
been in an iron lung ever since that 
time, is now able to leave the iron lung 
completely and is making rapid recov- 
ery. He was transferred to the Hines 
Hospital, Hines, Ill, last January and 
is now able to receive visitors there, for 
the first time since he was taken ill. 








CAMERA CLUB RESUMES 


The Insurance Exchange Camera 
Club, Chicago, resumed its meetings 
this week, S. S. Coffin of Moore, Case, 
Lyman & Hubbard presiding. A ques- 
tion and answer period was held, Ham- 
ilton M. Loeb of Eliel & Loeb, and 
Vincent L. Gallagher, western manager 
Pearl, taking part. Mr. Loeb exhibited 
some of his prints. The next meeting 
will be Oct. 3, when Jack Hazelhurst, 
noted photographer and author, will 
speak on “Photography as a Hobby.” 
A salon is scheduled later, closing date 
for submission of prints being in De- 
cember. 





SLOAN AGENCY IN NEW QUARTERS 

The Herbert A. Sloan agency of the 
Equitable Society in Chicago has moved 
into new larger offices in the same ad- 
dress, 120 South La Salle street, the 
new number being 1336. Mr. Sloan, 
save for three glass walled consultation 
rooms, now has an office completely 
open to view so the switchboard opera- 
tor from her position can see every one 
who is present. Mr. Sloan has elim- 
inated his own private office and sits 
at a desk among the members of his 
agency force. There is a committee of 
agents which has been appointed to 
draft rules of conduct for the force. 
The committee sees to it that clothing 
is not left around on desks nor agents 
sitting with feet on desks reading news- 
papers. The agents take keener interest 
and pride in maintaining office appear- 
ance and decorum when the. responsi- 
bility is handed to them, Mr. Sloan 
finds, and are in much better position 
to deal with recalcitrant members than 
is the office head. 





GREAT-WEST ON BILLBOARDS 


Great-West Life of Winnipeg is con- 
ducting a_bill board advertising cam- 
paign in Chicago, using about 80 loca- 
tions, 30 being illuminated. The cam- 
paign will be used during September 
and then again in November. Great- 
West Life has been accustomed to em- 
ploying outdoor advertising in larger 
cities in which it is interested from time 
to time. The purpose of the Chicago 
advertising is to get the public more 
familiar with the name of the company 
rather than to sell insurance. The name 
of — Earl M. Schwemm is fea- 
tured. 





FREEMAN WOOD RANKS SECOND 


During Carroll month, August, which 
was set aside to honor J. P. Carroll, 
superintendent of agencies Lincoln Na- 
tional Life, the Freeman J. Wood agency 
in Chicago stood fourth countrywide 
and Mr. Wood second in personal pro- 
duction. Another member of the agency, 
John Longstaff, ranked fourth. Lincoln 
National agencies in Illinois led all 
other states. The company reports that 
paid business is running 107 percent 
ahead of last year. 





Group Managers Meet 


WHITE SULPHUR SPRINGS, W. 
VA.—Divisional sales managers of the 
Metropolitan Life’s group department 
concluded their four-day annual meeting 
here this week. Officials on hand from 
the home office included J. E. Kava- 
nagh, vice-president in charge of group, 
re A. C. Campbell, second vice-presi- 

ent. 
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WITH COMMONWEALTH’S 


NEW CORDIAL COOPERATION 


PLAN YOU, TOO, CAN GET 
INTO THE Lig Sales 


GROUP OF INSURANCE 


Men 


When the office pep talk is over 
—you are left to shift for pros- 
pects without further help from 
anybody. Prospects don’t jump 
out of side streets at you, waving 
money in one hand and holding 
a pen in the other, ready to sign 
on the dotted line. And they 
never will, but Commonwealth 
is launching its new campaign. 
“Opening Bigger Profit Making 
Doors For You.” to help its sales- 
men each working day—all day 
long. It will increase your sales, 
too, if you are interested in be- 
coming a Commonwealth agent. 


* For full details about how to be- 
come a Commonwealth agent 
and cash-in on this sales plan. 
write to 

WALTER S. SCHNEITER 

AGENCY SECRETARY 


COMMONWEALTH 


LIFE INSURANCE COMPANY 


HOME OFFICE - LOUISVILLE, KENTUCKY 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendat ion and endorsement of The National Underwriter. 


CALIFORNIA 


ILLINOIS 


IOWA (Cont.) 


MINNESOTA (Cont) 











Los Angeles Population 1950—2,500,000 
W. M. GARLAND and CO. 
117 West 9th Street 


An 
Incomparable 
Organization 
Years Standing 


PROPERTY MANAGEMENT 
LOS ANGELES, CALIFORNIA 














HOOKER & SLOSSON 
Specialists in 
APPRAISALS, MANAGEMENT, 
LEASING, and SALES of CENTRAL 
and OUTLYING REAL ESTATE 


140 SO. DEARBORN ST. 
CHICAGO - RANDOLPH 4022 


HARRY G. WALLACE 
& CO., Inc. 


APPRAISALS 
Specializing in: 


CITY AND FARM MANAGEMENT 
AND SALES 


Flynn Bldg. Des Moines, Iowa 

















Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 








Member Institute of Real Estate 
Management 


(Mrmr 
PARKER” HOLSMAN 


PUVA UO LOLOL PEEL 

oo MP 

SUSU NNNETTTTCTTTTA We 
REALTOR $'\ 


MINT 
MANAGEMENT & SALES 


1501 EAST 57TH STREET 
HYDe Park 2525 CHICAGO 


KANSAS 











R. G. HAMILTON & CO. 


(Established 1922) 
111 Sutter Street 
San Francisco 


PROPERTY MANAGEMENT 
INSURANCE 


Oakland Office — Latham Square Bldg. 


R. K. STILES & CO. 


Property Management 
and 
Appraisals 
e 


903 N. Seventh St. Kansas City, Kan. 











SPECIALISTS in Management 
Selling, Leasing of Chicago In- 
come Producing Properties 


L. J. SHERIDAN & CO. 


One North La Salle Street, Chicago 
TELEPHONE FRANKLIN 7855 


Exclusive Agents for One La Salle 

Street Building; Builders Bldg.; 

33 South Wabash Ave. Building 
and other properties 








MICHIGAN 











COLDWELL 
CORNWALL and BANKER 


Property Management 
General Real Estate 
and Appraisals 
A STATE WIDE SERVICE 
523—W. 6th St. Financial Bldg. 57 Sutter St. 
Los Angeles Oakland San Francisco 








WIRTZ, HAYNIE & EHRAT, Inc. 


Real Estate Management 


LOANS — SALES 


3180 Sheridan Road Wellington 3000 
CHICAGO 





SALES 
APPRAISALS 
FINANCING 
MANAGEMENT 


50 years td hae Bees 


Majestic Bldg., Detroit 
F, Earl Johnston J. C. Johnston 











COLORADO 





Morrison & Morrison 
Realtors and [nsurors 


REAL ESTATE 
MANAGEMENT 
SALES APPRAISALS 


Member—Institute Management 
DENVER, COLO. 








INDIANA 





PROPERTY MANAGERS 


Real Estate Appraisers 


INSURANCE COMPANY 
CORRESPONDENTS 


H. G. WOODRUFF, INC. 
1812 Union Guardian Building 
Detroit 











PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 


W. A. Brennan Agency Corporation 
428 Illinois Bldg. Riley 2315 


INDIANAPOLIS 








DIST. OF COLUMBIA 


GRAND RAPIDS MICHIGAN 


Appraisals 


PROPERTY MANAGEMENT 
- BUSINESS AND INDUSTRIAL 
REAL ESTATE 


Member of the American Institute 
of Real Estate Appraisers 


I. R. BLANDFORD 


108 Federal Square Building 














IOWA 


MINNESOTA 


THORPE BROS., Inc. 


REALTORS 
Member—Institute Management 
Property Management 


Thorpe Bros. Building 
519 Marquette 
MINNEAPOLIS, MINNESOTA 








DUNN & STRINGER 


INCORPORATED 
Empire Bank Building 
St. Paul, Minnesota 
McNeil S. Stringer, Pres. 


Mortgage Loans 
Real Estate 
Property Management 











MISSOURI 
E. F. PIERSON & CO. 


Realtors 


MANAGEMENT 
APPRAISALS 





SALES 


Commerce Bldg. Kansas City, Mo. 


E. F. PIERSON, M. A. I. 








M. H. RODEMYER & CO. 


109 N. 8th St., St. Louis, Mo. 
& 


Property Management 
Mortgage Loans 
Real Estate 











NEBRASKA 
CITY REALTY COMPANY 


LINCOLN 
* 
Specializing in 
Property Management and 
Appraisals 


National Bank of Commerce 
Phone B5135 














C,H. HILLEGEIST CO. 


1621 K St. N. W. NAT'L 8500 
Washington, D. C. 
Business and Residential Properties 
Sales —. Leases—Property Management 
Mortgage Loans — Appraisals 
Building and Developing 
Serving District of Columbia and 
adjacent Maryland and Virginia 





MEL FOSTER CO. 


Appraisals 


Mortgage Loans - Property 
Management 


With acer in 
I venport, Ia. 
Scone Bldg. 
2-2667 
Rock Island, Ill. 
Best Bldg. 
R. I. 795 











Rendering Every Phase of 
REAL ESTATE SERVICE 


Property Management Appraisals 
Real Estate Sales Mortgage Loans 


Members of Institute Real Estate 
Management 
GENERAL MANAGEMENT 
COMPANY 


Baker Building, Minneapolis 








L. F. FARRELL 


APPRAISER 


Property Management 
Insurance Loans 


524 Sharp Bldg. Lincoln, Neb. 
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© The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underwriter. 


NEW YORK (Cont.) 


OHIO (Cont.) 


PENNA. (Cont.) 





NEBRASKA (Cont.) 



































Property Management PHILADELPHIA — SOUTH JERSEY 
a placa Leasing» Salen Appraisals | | HOWARD P, STALLMAN & GO, | | 207A nesruageMe™? 
BYRON REED COMPANY, Inc. ses aneciitrate arent Markeim-Chalmers-Ludington, Inc. 
nin’ - Sales / Sales 1424 Walnnt Street, Philadelphia, Pa. 
roperty Management RE ALEST Le arket St., Camden, N. J. 
Largest and Oldest Organization— - al ai J. WSTITOTE OF REAL ESTATES 
82 Years 225 Fifth Ave., New York, N. Y. 50 EAST BROAD ST. pausiage teal 
FARNAM BUILDING AShland 4-4200 COLUMBUS, OHIO MANAGEMENT 
~ | WILLIAM |. MIRKIL 60, 
1500 Walnut Street 
NEW JERSEY In Philadelphia 





SEELY CADE, Inc. 


26 Journal Square, Jersey City 


REAL ESTATE 
Management Appraisals 


Member—Institute of Management 














NEWARK, N. J. 
PROPERTY MANAGEMENT 
Appraisals — Sales 
HARRY J. STEVENS 
478 Central Ave., Newark, N. J. 


Member 


American Institute of Real Estate Managers 
American Institute of Real Estate Appraisers 











NEW YORK 





De L. PALMER, INC. 


DeLancey Palmer, Pres. 





ROCHESTER, NEW YORK 


for 
PROPERTY MANAGEMENT 
see 
WILLIAM H. GORSLINE 
119 Main Street East 
A COMPLETE SERVICE 
properly staffed 
Member—Institute Management 








GORMAN & PETERS, Inc. 
30 So. Ludlow St. 
Dayton, O. 

Property Management and Sales 


E. J. Barney Gorman Roy H. Peters 














 H. KECK & SON 


REAL ESTATE 


Mortgages 
Appraisals 


Management 
Brokerage 
Suite (81-82) Parker Bldg. 
Schenectady, N. Y. 














RONEY 





REALTY COMPANY 








ASBURY REALTY COMPANY 
506 First Nat'l Bank Bldg. 
Hamilton, O. 

3 
We Specialize in Property 
Management 

















IN TOLEDO 
It’s 


The Etchen-Lutz Company 














Management—A ppraisals—Sales 


William I. Mirkil—M. A. I. & C. P. M. 
Samuel T. Hall—M. A. I. & C. P. M. 








COMMONWEALTH 
REAL ESTATE CO. 


Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. Pittsburgh, Pa. 











TEXAS 





“48 Years in Dallas” 


J.W.LINDSLEY & CO. 
REALTORS 
We specialize in Property Man 


agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. DALLAS 














Sam Realty Co. 














Property management, appraising, mort- 
gages, etc. 





651 First Central Tower Jefferson 2131 








Marine Bank Building—Erie, Pa. 











REALTORS Specialized Departments in 
11] State Passo nner hone 4-0181 Herald Building, 332 So. Warren Street PROPERTY MANAGEMENT and Oldest and ae 
Albany, N.Y. SYRACUSE, N. Y. Mortgage Loan Correspondents 50 Years Experience 
Mi t Appraisals The Etchen-Lutz Co Specialising in 
REAL ESTATE “Seles Rentals ins i Sale and Management 
Appraisals _ Brokerage City Property 
Property Management Jake Som 
Established over 50 Years 220 Binz Bldg. Houston, Texas 
OHIO PENNSYLVANIA WISCONSIN 
DEXTER P. RUMSEY & G0..Ine, | | £+ K+ SHEFFIELD, M.A. 1. PROPERTY MANAGEMENT SCHEFFER-PURTELL CO. 
" Be ‘a Akron, Ohio MORTGAGE LOANS 
53 Court Street ase REAL ESTATE REAL ESTATE 
Buffalo, N. Y. Property Management Selling—Renting—Managing— 
Complete real estate and oe sage A ppraisals SwENS oN Financing—A ppraising 
a ny Leasing NS 151 No, Water St, Milwaukee 


Phone DAly 3426 
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LIFE SALES MEETINGS 





Macaulay Club on Coast 


Sun Life Representatives from All 
Over Globe Attend Sessions at Del 
Monte, Cal. 


More than 500 representatives of the 
Sun Life from Canada, the United States 
and various parts of the globe, includ- 
ing the Orient, Philippines, South Amer- 
ica, Java, England and other points, at- 
tended the annual Macaulay Club out- 
ing at Del Monte, Cal. Headed by A. B. 
Wood, president and managing director, 
delegates arrived on three special trains 
and spent a day in sightseeing in the 
San Francisco bay region. Executives, 
in addition to President Wood, who took 
an active part on the program were: 
E. A. Macnutt, vice-president and treas- 
urer; George Bourke, actuary; J. B. 
Mabon, chief underwriter; W. S. Penny, 
director of agencies, and Ray Finger, 
superintendent of the western United 
States division. 

Mr. Finger arrived in San Francisco 
from a combined business and vacation 
trip to Honolulu in time to be the prin- 





cipal speaker at an agency meeting at 
the office of V. T. Motschenbacher, San 
Francisco manager. At this meeting it 
was announced that Sadao Asato was 
leading producer in the western division, 
giving him vice-presidency of the’ Ma- 
caulay Club. Mr. Asato wrote 217 ap- 
plications with production of $430,000. 
It was also announced that the 1939 out- 
ing of the club will be held at Palm 
Beach. 

Plans are under way for a world-wide 
production effort Sept. 26-Oct. 26 in 
honor of President Wood’s birthday 
Oct. 28. At that time the field force 
will present a portrait of Mr. Wood to 
the Macaulay Club, to be hung at the 
home office. 

Following the Del Monte sessions, 
the special trains went to Los Angeles 
and Hollywood, where several days are 
to be spent in sightseeing, returning to 
the east by way of Boulder Dam. 


Michigan Life Sales Rally 


LANSING, MICH. — A sales rally 
and dinner of Michigan Life sales forces 
in this area was held here. Speakers 
included: L. J. Treanor, executive vice- 





a steamer forward.” 


Theo. P. Beasley 
Pres. & Gen. Mgr. 














HOW ABOUT YOUR PROPELLER? 


“A Whistle can make a lot of noise, but it’s the Propeller that pushes 


Does your Propeller need a new blade or do you possibly need a new 
streamlined model to achieve more speed? 


Are you going where you want to be in this business? It takes sales- 

engineering to produce the correct selling equipment for the progressive 

. agent of 1938. We invite you to sample our service and to investigate our 
policies, selling plans and agency contracts. 


O. R. McAtee, Director of Agencies 


REPUBLIC NATIONAL LIFE INSURANCE COMPANY 


“Registered Policy Protection” 
Home Office 
Dallas, Texas 


Thomas 
Sec’y. 


M. Mott 
& Actuary 











We are looking for ay egege ow f 
Company is the same as a detach 
agents who are looking for a future. 


We 


5th year and thereafter 52 times. 
a month. 
the Company. 
Our 


policies have cash surrender, 
three years. 


desire to make a connection with a C 


Industrial Assistant Superintendents and Agents 


openings for Superintendents (which with our 
Assistancy with an Industrial Company), also 


Superintendent's guarantee $150.00 per month with an overwriting of 10% on all 
Ordinary. as well as times on all Monthly Premium increase. 


pay no guarantee to agents, but our times on increase the first year equal 3444 
times industrial; 2nd year, 39 times; 3rd year, 4314 times; 4th year, 472g times; and 


Commissions on collections on debits range from 15% to 20% with debits collected once 
Ordinary commissions 65% up with 


contracts are not surpassed by any Company. 
policies on the monthly an nangge! plan with premiums as low as 2lc per month. Our 
loan, paid-up and extended insurance values after 


renewals as long as you remain with 


We issue regular Ordinary 


If you can qualify 








We have openings in Indiana and Michigan for ond wires. 
pany waic g 


full particulars as to your insurance experience in strict confidence to A. S. Burkart, 
Vice President, Conservative Life Insurance Company of America, South Bend, Indiana. 


and 
ability write giving 











THE 


DOMINION 


AT 6 YOU'RE SURE TO BE 
DEPENDENT. AT 60 YOU MAY 
LIFE INSURANCE WILL 


LIFE 


RULE OUT THE UNCERTAINTY. ASSURANCE COMPANY 


DETROIT 


2724-6 Union Guardian Bldg. 
F. W. SIMPSON, Manager 


ESTABLISHED 1889 — 


HEAD OFFICE — WATERLOO 


LANSING 


800-801 Olds Tower Bidg. 
ROY G. NOWLIN, Manager 


ONTARIO 





president and former chief examiner of 
the Michigan department; Scott Lamb, 
secretary-treasurer; James Hands, field 
superintendent; A. W. Beaupre, health 
and accident department manager, all 
of the home office; Charles Sink, Ann 
Arbor; E. F. Vickers, Howell, and 
William Robb, secretary-treasurer of 
the Citizens Mutual Automobile of 
Howell. 


Business Men’s Assurance 
in Regional Meeting 


Participating in the western regional 
convention of the Business Men’s As- 
surance at the Grand Canyon, Sept. 11- 
13, were salesmen from California and 
Arizona, who qualified to attend the 
meeting. 

Presiding at the first business session 
was Vice-president J. C. Higdon. W. T. 
Grant, president, spoke on “The New 
World Looks on the Old.” ‘Other 
speakers were E. Sanders of San 
Diego, Cal., leader for 1937 and to date 
for this year, and J. P. Baldwin, vice- 
president and manager for California, on 
“Business Today and Life Insurance.” 
The last business session was devoted 
to a round table discussion. The con- 
cluding talk was by Vice-president 
Higdon, “The Challenge of These Mod- 
ern Times.” At the banquet R. E, Sand- 
ers and Mrs. Sanders were presented a 
set of a dozen sterling silver and lenox 
china after dinner coffees. This prize 
was awarded Mr. Sanders for his out- 
standing production in 1937. 


Central Life of Iowa Has 
“Roundup” at Home Office 


About 150 field men from the middle 
west attended a three-day “roundup” 
at the home office of the Central Life 
of Des Moines. 

Business sessions were held Thurs- 
day with a banquet that night. High- 
light of the banquet was presentation 
of medals to two agency men who had 
completed 30 years of service with the 
company. David P. Smith of Fort 
Dodge, Ia., and Ralph N. Seward, Lake 
Mills, Wis. The second day is given 
over to recreation, with a golf tourna- 
ment, tour of the city and visit to the 
home office. 

Saturday morning another business 
session will be held, with President 
E. H. Mulock in charge. 

Following the closing session, Presi- 
dent Mulock and several other home 
office executives and a group of the 
field men will leave for the annual con- 
vention of the National Association of 
Life Underwriters at Houston. 


Lloyd Johnson Again Heads 
Protective Life Club 


As the leading producer of the Pro- 
tective Life for the fifth consecutive 
year, Lloyd Johnson, special agent at 
Tuscaloosa, Ala., was again installed as 
president of the Protective Club during 
its annual convention in Mexico City. 
As the second largest producer, R. W. 
Bishop of the east Alabama agency was 
installed as vice-president, and H. J. 
Baum of Birmingham, the third largest 
producer, was named secretaray. 

The club members together with com- 
pany officials and their wives returned 
to Birmingham this week after a 12-day 
trip. 

The 1939 convention will be held in 
New York City during the world’s fair. 
The 1939 Protective Club rules have 
been liberalized somewhat and agents 
who do not write the required amount 
of business may qualify for the conven- 
tion trip on a partial basis, announced 
Alex C. Wellman, vice-president. 


Pasco Agency Conference 


John Pasco, agency manager Equita- 
ble Society, Raleigh, N. C., entertained 
qualified agents and their wives for 
three days at Wrightsville Beach. Dr. 
A. M. Spalding, assistant to the vice- 





—<——J 


president in charge of agencies, fron 
the home office, was a guest and 
speaker at a business session. Member 
of the agency giving short talks 
streamlined selling ideas, group and sj. 
ary saving plans, sales hints and othe 
subjects included S. V. Bowen, Buy. 
gaw, 'N. C.; O. F. Gilbert, Sr. Wi. 
liamston; C. K. Hill, Raleigh; R, R 
Taylor, district manager Greenville; T, 
H. Sutton, III, field assistant, Fayette. 
ville; F. W. Ragsdale, agency grow 
supervisor, Burlington; C. E. Greene. 
district manager, Henderson; T, W. 
Evans, district manager Roanoke, Va, 
and J. S. Babb, district manager Dur. 
ham. E. R. Jeter, manager at Rock 
Hill, S. C., was also a speaker. More 
than 44 members and their wives at. 
tended the banquet. 


State Farm Conference 
CASPER, WYO.—District managers 
of the State Farm companies held a 
one-day meeting in charge of W. E 
Searle, Laramie, state director. 








ASSOCIATIONS 


Life Insurance Democratic 
Way to Provide for Future 





NEWARK — Where democracy ex- 
ists, life insurance is most widely owned 
and it is in democratic countries that 
people provide on their own initiative 
for their old age and for the protection 
of their dependents, Roger B. Hull 
general counsel for the National Asso- 
ciation of Life Underwriters, ‘told the 
Life Underwriters Association of North- 
ern New Jersey at a luncheon meeting. 
“The phenomenal growth of life insur- 
ance, especially in the United States, is 
proof that our people are willing to pay 
the price of liberty, through individual 
provision and through sacrifice.” said 
Mr. Hull. 

“Life insurance ‘benefits have been 
paid to businesses, to homes and to in- 
dividuals, where sacrifice had been made 
theretofore. They are evidence of the 
sacrifice of a nation. These payments 
have gone automatically to the point of 
greatest need; they have stabilized our 
national purchasing power and_ they 
have relieved financial embarrassment. 
They have had a tremendous effect 
stabilizing the mental attitude of our 
people and they carry no penalty on 
posterity. <e 

“The life underwriter has it within 
his power, through life insurance and 
annuities, to lift from the citizens 0 
America, the weight of fear and dis: 
couragement—fear lest one may die to? 
ng and leave his dependents help- 
ess. 

“We have seen a multiplicity of at 
tacks upon every established business 
enterprise. Critics of life insurance have 
joined the procession, in ever-increasing 
number and velocity. Their motives 
have been, in my opinion, selfish. They 
have been interested chiefly in building 
up their own financial rewards by teat- 
ing down the reserves of policyholders. 

Prior to the luncheon, the executive 
committee held a brief business meet: 
ing. It was announced that the annua 
sales congress probably will be held i" 
December, when the trustees of the Na 
tional association are holding the 
meeting in New York City. 


Chicago Women Complete Plans 


Program arrangements for the first 
meeting of the fall term of the womel® 
division of the Chicago Association & 
Life Underwriters has been complete? 
Sara Frances Jones, Sloan agency Eau 
table Society, million dollar products 
will address the meeting Oct. 4, follow 
ing a luncheon, on business insurance 
which will be the third of an arrang?t 
series of talks on selling ideas and sug 
gestions. Helen M. Thomas, -_ 
agency Equitable Society, president, ¢ 
nounces that those who attend the be 
tional convention at Houston Ww! 
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called upon to discuss various aspects 
of the meeting. Vera Reynolds, Hobbs 
agency Equitable Society, is in charge 
of arrangements. A nominating com- 
mittee will be appointed in preparation 
for the annual election early in 1939. 


Los Angeles Men at School 


LOS ANGELES — Patterning after 
the return of school children to their 
work, the Los Angeles Life Underwrit- 
ers Association set Sept. 13 as a school 
day. Under the tutelage of F. M. See, 
formerly of the faculty of New York 
University, the life insurance men gave 
a day to sales strategy, personality 
building and organization methods. Mr. 
See is general agent of the New Eng- 
land Mutual Life at St. Louis. He is a 
lawyer by training, has written and 
spoken on life insurance in many points. 
He is en route to Honolulu where he 
has arranged a series of lectures for 
insurance men of the Hawaiian Islands. 


Los Angeles—Formation of a woman’s 

division has been effected. Miss Phoebe 
M. McCullough, Equitable Society, was 
chosen chairman of the group at a 
luncheon meeting held to discuss plans 
for the current year. Those who par- 
ticipated in the organization meeting 
were: Ethel M. Hyndman, Equitable 
Society; Blanche S. Brown, Pacific Mu- 
tual Life; Rose L. Langdon, Union Cen- 
tral; Alice M. Barclay, Equitable So- 
ciety; Leonora A. Walsh, Aetna Life; 
Jennie Cohen, Equitable Society, and 
H. G Mosler, president, and Joseph 
Charleville, managing director of the 
association, 





“million- 
Chi- 


Kansas City—Louis Behr, 
aire’ producer Equitable Society, 
cago, spoke on “Presentation.” 


Philadelphia—The annual Play Day 
= held at the Philadelphia Country 
ub. 


Salt Lake City—J. R. Clark, Jr., direc- 
tor of the Equitable Society and vice- 
president of the Beneficial Life of Utah, 
was principal speaker at a banquet with 
150 members, wives and guests in at- 
tendance. President F. J. Wagstaff was 
in the chair for the first time since his 
election. Carl R. Marcusen, former 
president of the Life Managers Associa- 
tion, introduced the toastmaster, John D. 
Spencer, the association’s first president 
in 1905. Commissioner Neslen spoke on 
Life Insurance Agents’ Obligation to 
the State.” He advised a stricter at- 
tention to acquainting buyers of life in- 
Surance with the terms and conditions 
of their policies, as much of the trouble 
in his department came from policyhold- 
ers who were absolutely ignorant of the 
policy provisions. 


Oklahoma City—J. F. Owens, presi- 
dent Oklahoma Gas & Electric Co., cited 
taxation and what it is doing to estates 
and inheritances, as one of the great- 
est problems confronting the country, at 
the first fall meeting. 





Ps ed Orleans—A. M. Anderson, Occi- 
ental Life, Pasadena, and past presi- 
Pied of the Los Angeles association, 
a € on “Programming life insurance 
or maximum benefits to policyholders 
and beneficiaries,” 


Boston—Clarence W. Wyatt, associate 
ae ply agent of the John Hancock Mu- 
ead Life, has been elected national com- 
C — to succeed the late Charles 
—o man. Mr, Wyatt served as presi- 
oa of the local association in 1936 and 
1997 president of the state association in 
ei He has been a large personal pro- 

cer in the Paul F. Clark agency. 

sg Boston association and the Boston 
lad U. chapter have arranged for four 
feed . of study to be given at the col- 
ja o Bsc agp administration of Bos- 

he niversity, in the evening division. 
of courses follow parts 1, 2, 3 and 4 

the C. L. U. examinations, 





‘shommord Zenn Kaufman, author of 
Pp in Business,” 
first fall meeting. nn 


Bankers of Iowa Men to Houston 
b- F Winterble, director of agen- 
eee = Lewis, superintendent of 
iesear and Ben Williams, assistant 
oe Lent of agencies of the Bank- 
lh ite of Iowa will attend the con- 
ton of the National Association of 
© Underwriters in Houston. 

















News Asout LIFE POLICIES 








BY J. H. RADER 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes 
in Policy Literature, Rate Books, ete. Supplementing the “Unique Manual- 
Digest” and “Little Gem,” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.50 respectively. 





To Change Rates on Nov. 1 


Occidental Life, Los Angeles, in Pre- 
mium Revision Affecting Most Con- 
tracts 


New premium rates on practically all 
policy forms will be put in effect Nov. 1 
by the Occidental Life of Los Angeles. 
Greatest increase is in life income en- 
dowment forms, which, however, will 
show greater maturity values. 

Among forms not affected are partici- 
pating ordinary life, ordinary life com- 
mercial and converted forms, 20 payment 
life commercial (except for slight in- 
creases ages 31-39, inclusive), ten year 
renewable term, mortgage protection 
and term to age 70. Annuity premium 
rates have been changed. 

A non-participating five-year convert- 
ible and renewable term and a partici- 
pating convertible ten-year term have 
been added. The family income rider 
may now be attached to a portion of a 
policy, leaving the balance of the amount 
uneffected. 

The new premium rates on some more 
popular forms are: 





Nonparticipating 
Endowment Endowment 
Age 85 20 End. Life Income 
Cont. 20 Year Age at at 
Prem. Pay. End. 65 60 65 
Age $ $ $ $ $ $ 
20...15.36 23.20 42.89 17.82 24.40 19.39 
25...17.21 25.40 43.07 20.54 29.40 22.85 
30...19.63 28.02 43.41 24.22 36.44 27.87 
35...22.88 31.34 44.18 29.42 46.88 34.46 
40...27.22 35.51 45.60 36.96 63.09 44.21 
45...32.97 40.76 48.01 48.01 89.56 58.93 
50...40.60 47.49 51.94 66.22 143.1 83.21 
55...50.71 56.81 58.71 102.37 ..... 131.61 
60...64.23 67.59 68.4 “e ves 
G6. . 30.66 S260 S200 2.606 feces Sees 
Nonparticipating 

r Term Par 

Conv. & Conv.- End 
Renew. Non-Re. Mod. Life 

Ageat An- 5 5 10 Whole Ine. 
Issue nually Year Year Year Life at 65 

a. -« tt. 9 $ 
} Be 8.00 8.25 8.19 §€38 .... 87.84 
y | are 8.43 8.55 8.49 8.58 8.82 32.57 
/ ae 8.59 8.91 8.68 8.96 10.24 35.87 
Gare ox xs 8.94 9.65 9.31 10.00 12.13 39.32 
AG cus 10.08 11.39 10.85 12.13 14.69 49.98 
ere 12.386 14.40 138.71 15.83 18.13 67.29 
re 16.06 19.17 18.26 21.59 22.81 96.65 
GG oe 6: 22.45 27.18 25.89 30.89 29.26 153.23 
Ae 32.36 40.35 37.61 44.88 38.69 ..... 
GBiescae sete TORE GEE bsse teen Seene 


Oregon Mutual Withdraws 
Form, Add 15, 20 Year Term 


The Oregon Mutual has withdrawn 
the four-year automatic term and added 
15 and 20-year term policies convertible 
within seven years unless this would 
take the insured past. age 60. In such 
case, conversion must be done before 
age 60. No change was made in pre- 
miums on two, three, five and ten-year 
term policies, which automatically are 
converted to endowment at age 85 at 
the end of the period. All the term con- 
tracts are non-renewable. 

Premium rates average annual 
cost after deducting dividends are: 

15-Year Term 20-Year Term 


net 


ce he 

' o ' Oo 

S > S > 
ee a ee 
B yj BE 2 Fa BE 2 
a 6 a2 6PM e | ae 
fA «Sh EO £Q «kh xO 
Po 1 2 ¢e fe = | 5s 
< Bo BS <4 fo BS <2 
15...$ 9.35$ 9.65 $ 8.01 $ 9.58 $ 9.88 $ 8.20 
20... 9.71 10.03 8.31 10.01 10.33 8.53 
25... 10.10 10.47 8.62 10.61 10.98 8.99 
30... 10.83 11.29 9.20 11.78 12.25 9.94 
35... 12.45 13.07 10.55 14.01 14.67 11.78 
40... 15.43 16.37 13.05 17.87 18.92 15.03 
45... 20.88 21.98 17.30 23.96 25.95 20.15 
60... 38.32 S1.66 20.94 2.20 cace ‘evs 


Boston Mutual’s New Policy 


The Boston Mutual is now issuing a 
family protection policy, which is on the 





family maintenance form. This provides 
$10 monthly income for 20 years from 
date of death if death occurs within 20 
years from date of issue, face amount 
payable at end of period. Premiums re- 
duce at end of 20 years to the endow- 
ment age 85 rate as of original age. Both 
the endowment age 85 rate and the ex- 
tra premium for the family maintenance 
feature are participating, carrying the 
usual non-forfeiture benefits. The new 
contract is written on lives between the 
ages of 20 through 45; minimum policy, 
$2,000. Rates are: 


Age Prem. Age Prem. Age Prem. 
20....$30.09 29....$36.05 38 $47.47 
21.... 30.54 30 36.96 3 . 49.30 
Be. ces SL58 31 38.01 40 51.34 
23. 31.73 32 39.10 41 53.48 
24 32.41 33 40.22 42 55.82 
25.... 33.01 34 41.40 43 58.41 
2G..s- Sees 35 42.74 44 61.22 
27.... 34.43 36 44.23 45 64.19 
28.... 35.27 37 45.81 


John Hancock Term to 65 
Rates Are Announced 


Rates and dividends for the John 
Hancock’s new term to 65 policy are 
announced. It is limited to ages 20-50 
standard lives in amount not less than 
$2,500. The rates and dividends are: 


Term to Age 65 


Dividends end of years 

Age Prem. 2 5 15 20 

ee $13.41 $3.48 $3.61 $3.84 $4.08 $4.33 
1) PRES 13.61 3.48 3.62 3.86 4.10 4.36 
22..... 13.81 3.49 3.63 3.87 4.12 4.38 
Tess 14.02 3.50 3.64 3.89 4.14 4.41 
24.2.0 14.24 3.51 3.65 3.90 4.17 4.43 
, 14.48 3.52 3.66 3.92 4.19 4.46 





Dividends end of years 
2 5 10 15 


Age Prem. 20 
.. ee 14.73 3.52 3.68 3.94 4.21 4.49 
| ere 14.98 3.53 3.69 3.96 4.24 4.51 
(ee 15.25 3.54 3.70 3.98 4.26 4.54 
ype 15.53 3.55 3.72 4.00 4.29 4.57 
tee 15.83 3.56 3.73 4.02 4.32 4.59 
| Ree 16.14 3.57 3.75 4.04 4.34 4.62 
, . ae 16.48 3.59 3.76 4.07 4.37 4.65 
Le 16.82 3.60 3.78 4.09 4.40 4.67 
| Oe 17.19 3.61 3.80 4.12 4.43 4.69 
eee 17.57 3.62 3.82 4.14 4.46 4.71 
1 | ee 17.97 3.64 3.83 4.17 4.48 4.73 
Poe 18.40 3.65 3.85 4.20 4.51 4.74 
SOues ee 18.86 3.67 3.88 4.22 4.54 4.75 
Bee aeas 19.33 3.68 3.90 4.25 4.56 4.75 
eee 19.84 3.70) 3.92 4.28 4.59 4.75 
eee 20.38 3.72 3.95 4.31 4.61 4.74 
Bewue 20.95 3.74 3.97 4.34 4.63 4.72 
i & eee 21.56 3.76 4.00 4.37 4.64 4.69 
ge 22.20 3.78 4.03 4.40 4.66 4.65 
| ae 22.89 3.80 4.06 4.43 4.66 4.59 
ee 23.63 3.83 4.09 4.46 4.67 ... 
47 24.40 3.85 4.12 4.48 4.66 

| Pee 25.23 3.88 4.15 4.51 4.65 
ee 26.11 3.91 4.18 4.53 4.63 
Geavees 27.05 3.94 4.21 4.55 4.63 


Nebraska Outlook Disheartening 


OMAHA—Insurance people as well 
as all other Nebraskans were disheart- 
ened by the federal estimate of the 
corn crop, based on Sept. 1 conditions. 
The estimate showed that in just one 
month the crop had deteriorated almost 
50 percent. The estimate on Sept. 1 
was for a crop of 97,812,000 bushels, 
whereas the Aug. 1 forecast was 187,- 
800,000 bushels. 

The dry, hot winds during the first 
two weeks in August are blamed for 
the deterioration. The rains that came 
last week although torrential, were of 
practically no value to the corn crop. 

Nebraskans were particularly dis- 
heartened, because they had been count- 
ing upon 'a good crop this year, after 
having had four poor years. 

At least one of the life companies 
that was preparing to cultivate the Ne- 
braska field strenuously just at this 
time has abandoned that activity and 
has shifted its attention to Iowa where 
the corn crop estimate was not reduced 
from the Aug. 1 forecast. 


The 1938 Unique Manual-Digest is the 
best statistical source book buy of the 
year, $5. National Underwriter, 











cago, Illinois. 





TWO OPENINGS 


IN MIAMI 


BRANCH OFFICE 


Here is an exceptional opportunity 
for two good, experienced life in- 
surance men who would like to live 
and work and play in the progressive 
delightful atmosphere of Miami. 
This is a lifetime opportunity with 
an old-line company, firmly estab- 
lished in Miami for over 15 years. 
When writing, give full particulars 
as to your qualifications. Address 
Box H 94, National Underwriter, 
A-1946 Insurance Exchange, Chi- 
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General Mutual offers the 


SOCIAL SECURITY 
POLICY 


America wanted an insurance policy to appeal 
to men of all classes . . . a policy laboring 
men and white collar workers could both 
afford. General Mutual met the challenge 
with its popular, fast selling Social Security 
Policy. We invite insurance men, interested 


in materially increasing their income, to 


SEND FOR COMPLETE DETAILS, Write 


THE GENERAL MUTUAL 
LIFE INSURANCE CO. 


VAN WERT, OHIO e C.M. Purmort, Pres. 

















STANDARD 
COMPARISON 







FOUNDED 


1867 





@ The Equitable Life of 
lowa issues both partici- 











pating and non-partici- 





pating life policies; 





annuity contracts; and 





“man-sized" life policies 





for juveniles from date 
of birth to age 10. 


EQUITABLE 


LIFE INSURANCE COMPANY 


OF IOWA 


HOME OFFICE DES MOINES 






















































INDUSTRIAL 
Are Seeking Balanced Diet 


Many Industrial Companies Desire to 
Have About Two-Thirds of Their 
Business on Ordinary Plan 











Some of the industrial writing compan- 
ies are making a particular drive for 
ordinary business, they believing that it 
is not the best policy to be overtopped 
with industrial, especially with so much 
agitation going on. Some companies 
have taken the ground that two-thirds 
ordinary and one-third industrial is a 
rather normal proportion. This is partic- 
ularly true in case of the larger com- 
panies. While officials realize that the 
attacks made on industrial insurance are 
unjustified, and they deplore the trade 
union agitation that has been started, 
yet they do not want to be found over- 
loaded with industrial if any drastic 
change is ever made. Industrial agents, 
therefore, are being trained more and 
more along ordinary lines. 





Imperial Life Promotions 


H. E. Repass, manager of the Impe- 
rial Life of Asheville, N. C., at the Rocky 
Mount agency, has become manager of 
the Winston-Salem agency. Superintend- 
ent F. A. Henson of Asheville succeeds 
Mr. Repass as manager at Rocky 
Mount. Mr. Repass started with the 





Daniel Executive Secretary 
of Industrial Conference 








RAYMUND DANIEL 


Raymund Daniel, associate editor and 
resident vice-president of the “Insur- 
ance Field,” has been appointed execu- 
tive secretary of the Industrial Insurers 
Conference, effective Oct. 1, with head- 
quarters in Atlanta. The announcement 
was made by President Frank P. Sam- 
ford and H. T. Dobbs, chairman execu- 
tive committee Industrial Insurers Con- 
ference. The conference has been active 
in the industrial field for 28 years and 
has a nationwide representation of com- 
pany members. 

Mr. Daniel has been with the “Insur- 
ance Field” 22 years. He is the only 
person who has attended 23 consecutive 
annual sessions of the Industrial Con- 
ference, although not a member. He has 
been an honorary member of the Ala- 
bama Association of Insurance Agents 
for 20 years and is a life honorary mem- 
ber of the Georgia Association of In- 
surance Agents and the Atlanta Asso- 
ciation of Insurance Agents. He served 
at one time as secretary of the old In- 
surance Federation of Georgia. He is 
an alumnus of Alabama Polytechnic In- 
stitute (Auburn). 





Imperial Life as agent in the Durham 
district in 1919. He was promoted to 
superintendent and later manager at 
Salisbury and then transferred to Rocky 
Mount. 

Mr. Henson started as an agent at 
Canton, N. C., and became superintend- 
ent at Asheville in 1935. 





Peoples Life Convention 





Annual Agency Gathering Held at 
Grand Beach, Mich. — President Bur- 
get Is Principal Speaker 





At the agency convention of the Peo- 
ples Life of Frankfort Ind., at Grand 
Beach, Mich., President E. O. Burget 
made one of the chief talks. More than 
100 producers were present. Vice-Presi- 
dent R. M. Malpas was in charge of 
the round table discussion covering 
agency building, prospecting, education, 
conservation, etc. President Burget 
pointed out the progress the company 
had made and emphasized its large pol- 
icyholders surplus, 

Vice-President A. C. Louette had 
charge of the business sessions when 
a number of agents and home office 
men spoke. Among the home office 
men on the program were Treasurer 
O. I. Cohee, Secretary Maurice Hart- 
well, Medical Director C. A. Robison, 
Vice-President R. M. Malpas and Mr. 
Louette. Col. T. Russ Hill, president 
of Rexair, Inc., one of the outstanding 
sales executives of the country, talked 
about new frontiers in selling and 
pointed out new opportunities that were 
presenting themselves. 

memorial service was held for the 
late Dr. Milton McCartey who was the 
medical director until his death April 1. 
He was one of the founaers of the com- 
pany. 

Allen Bassett was elected president 
of the Challengers Club, with Herman 
Emig secretary. Membership is based 











on production the last three months of 
the year. Floyd Foreman of Logans. 
port, Ind., received the annual ita. 
tion as the “most valuable agent.” 





National Guardian Meeting 





Number of Guest Speakers Were at 
the Annual Agency Convention Held 
This Week in Madison 





The National Guardian Life held its 
agency convention in Madison _ this 
week. The first session was presided 
over by Secretary W. Wandrey, 
President G. A. Boissard gave the wel- 
come and review of the company’s situ- 
ation. There were a number of guest 
speakers, they being Tyre Sawyer, Mu- 
tual Benefit Life at Milwaukee; L. S. 
Broaddus, manager Guardian Life a 
Chicago; Mark Schwinn, Northwestern 
Mutual at Beaver Dam, Wis.; General 
Agent E. B. Thurman of the New 
England Mutual at Chicago. President 
Boissard closed the convention with an 
inspirational talk and a look forward, 
Ben F. Paugh, superintendent of agents 
for the National Guardian in Ohio, pre- 
sided over one session and Superintend- 
ent of Agents A. G. Schmedeman, Jr, 
had charge of the last session. Vice- 
President Richard Boissard spoke on 
the present economic trends and their 
effect on the life insurance business, 
President Boissard was toastmaster at 
the banquet, the two speakers being 
Harry Stuhldreher athletic director 
University of Wisconsin, and Insurance 
Commissioner Mortensen of Wisconsin. 





Washington Society Meets 


SEATTLE—Payne Karr, president 
Seattle Junior Chamber of Commerce, 
will be the guest speaker at the annual 
banquet of the Insurance Society of 
Washington Sept. 21. 















LOW 


Pure Protection 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 


COST 





Life Insurance in itself is inexpensive 








We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessary to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE LIFE INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID CLAIM"”’ 
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~ LEGAL RESERVE FRATERNALS 





———— 


Reports on Juvenile Division 





Dr. Carlson, Chief Medical Examiner 
of Royal Neighbors, Gives 20 Years’ 


Experience of Society 





Interesting experience on the writing 
of juvenile insurance by fraternal socie- 
ties, showing that contrary to early 
opinion the juvenile department is a 
wonderful asset to the adult society, 
not only paying its way but contributing 
the full share to the general expense 
fund, was given by Dr. Hada M. Carl- 
son, chief medical examiner of the Royal 
Neighbors at the recent National Fra- 
ternal Congress convention in Toronto. 

This company, since it started writing 
juvenile in 1918, has written up to Jan. 
1, 1938, 240,260 certificates on plan A 
and 112,347 on plan B, of which 23,186 
were not accepted. 

There was received in the juvenile 
benefit fund in the years 1918-20, in- 
clusive, $15,510 under child’s certificates. 
In the period 1921-24, inclusive, includ- 
ing balance on hand, the juvenile benefit 
funds totaled $135,729 and there was 
paid $13,640 in death claims. The insur- 
ance in force 1918-21 was $2,739,150 and 
at the end of the period 1921-24, $11,957,- 
440, There were 79 death claims for 
$19,850 paid in the period 1918-1924, or 
an average claim of $250. The society 
had expected 210 claims in this period 
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Stability — Safety 
Performance 
ASSETS 
$13,750,000.00 
CLAIMS PAID 
$1 18,000,000.00 


The Standard Life 
Association 


Lawrence, Kansas 
GEO. R. ALLEN JOHN V. SEES 


President Secretary 


MARTIN MILLER 
Treasurer 














THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Mill Frances D. Partridge 
fe me Secretary 


Supreme President Suprei 
Port Huron, Michigan 





totaling approximately $40,487. The 
amount on hand Jan. 1, 1925, was 
$122,089, reserve requirements was 


$66,420 and surplus $54,329. 

Recapitulation of mortality from 1924 
to 1937, inclusive, showed the expected 
mortality for all ages 1 to 17 was 
6,130.91 members and $1,144,244 by in- 
surance; whereas the actual mortality 
was 1,903 members and $474,085 by 
amount of insurance. The ratio of 
actual to expected therefore was 31.04 
by number and 41.43 by amount. 

There were 255,654 lapses in the 
period 1924-1937, totaling $71,771,408, or 
$250.17 per $1,000 by number and 249.42 
per $1,000 by amount. The society re- 
instated 71,492 certificates for a total of 
$21,067,740 insurance. Thus net lapses 
totaled 184,162 for $50,103,668 insurance 
in the 14 year period, a net lapse rate 
per $1,000 of 180.1 by number and 174.12 
per $1,000 by amount. 

_The experience on transfer of juve- 
niles attaining ages 16 and 17 to the 
adult department also was illuminating. 
This showed that in the 17 year period 
1921-1927, inclusive, 79,273 were trans- 
ferred to the adult department and 23,- 
053 not transferred, an average of over 
80 percent, but rising to a high point of 
88.68 in 1925 and low mark of 53.03 in 
1937. 

Dr. Carlson said industrial life com- 
panies had predicted fraternalists would 
not succeed in writing juvenile business. 
Many state laws did not permit the 
societies to write juvenile back in 1918. 
The Royal Neighbors restricted this de- 
partment to insurance on children of 
members only or children dependent for 
support and maintenance on members. 
However, this later has been modified 
so that any child now can be written in 
most of the states. First it was non- 
medical, but since this has been changed 
to require medical examination of all 
applicants over 14. The lower age limit 
was one year, but now the society writes 
six months up to 16 years in the juvenile 
department. The juvenile funds were 
segregated and adequate rates estab- 
lished. 

The Royal Neighbors provides a ritual 
and establishes juvenile lodges within 
parent camps. It has issued over 4,000 
charters for this purpose. Dr. Carlson 
said it is difficult to maintain interest in 
the juvenile group as the older children 
transfer to adult membership, but under 
a juvenile director this work goes on 
energetically. 





Report on Messina 


The Illinois department has made its 
report on the examination of the Hel- 
lenic Brotherhood Messina of Chicago, 
which has its head office at 805 West 
Jackson boulevard. Its assets are $22,- 
432, liabilities $1,636, certificate re- 
serves $10,122, surplus $10,674, solvency 
ratio 172.2 percent. The society has 
never invested its funds and the assets 
consist entirely of deposits in bank. As 
of Dec. 31, the cash account was more 
than double the total certificate reserve 
liability. The meetings are recorded en- 
tirely in Greek. All six chapters are lo- 
cated in Cook county. It has in force 
$201,600. It writes sick and accident 
insurance as well as life. 


Liquidate United Home Order 


At its request, the Ohio department 
has taken over for liquidation the 
United Home Order of Cleveland, a 
fraternal. Its assets are $83,000 and lia- 
bilities $113,000. Fred Wilkins, who 
was president of the order, has been 
placed in charge of the liquidation. 


California Congress Meets 

The California State Fraternal Con- 
gress will hold its annual meeting in the 
concert hall at the municipal auditorium, 
Long Beach, Cal., Oct. 7-8. 














Merriam and Commissioner Goodcell of 
California are expected to be on the pro- 


gram. Convention headquarters will be 
the Robinson Hotel. 





Ben Hur Convention to Be 


Held on Oct. 18-20 


The national convention of the Ben 
Hur Life will be held at Crawfordsville, 
Ind., the home office city, Oct. 18-20. 

Recently a picnic was held at the Ben 
Hur home in that city honoring Presi- 
dent J. C. Snyder on his birthday. Rep- 
resentatives attended from eight states. 
The Ohio-West Virginia state con- 
gress of the Ben Hur was held in 
Parnersburg, W. Va., this week, Presi- 
dent Snyder and R. G. Hungate, field 
manager, representing the home office. 


Bozo Jonic Is Killed 


Bozo Jonic, secretary of the Croa- 
tion Fraternal Union of Pittsburgh, was 
struck by an automobile while walking 
near his home there and was killed. 








He was for a number of years active 
in the National Fraternal Congress. 


Nebraska Congress Rally 

The Nebraska Fraternal Congress will 
hold its annual meeting in the Hotel 
Lincoln, Lincoln, Oct. 11. 








Jones Is St. Paul Supervisor 


Chester R. Jones, who has been an 
agency counselor with the E. W. 
Hughes agency Massachusetts Mutua! 
Life in Chicago for more than a year, 
has joined the Arch Houle agency of 
that company in St. Paul as a super- 
visor. Prior to going to Chicago Mr. 
Jones was a supervisor with the New 
York Life in Minneapolis for six years. 





Vice-president Clyde P. Johnson of 
the Western & Southern Life is on a 
European trip and will return shortly. 
He is president of the Association of 
Life Insurance Counsel. 





John C. Snyder, 


President 











What Is Legal Reserve 


Fraternal Life Insurance? 


(This is the fourth of a series of advertise- 
ments outlining briefly a few characteristics 
of this type of protection—points that may 
not be generally understood by the other- 
wise well informed and intelligent fraternity 
of life insurance executives and salesmen.) 


4. Social activities and charitable work are 
made available for those members who 
wish to take part. Many fraternals oper- 
ate homes for aged members or hospitals. 
Rapidly growing juvenile departments pro- 
vide excellent opportunities for children to 
take part in lodge work and social events. 


Like the record made by the legal reserve fraternals as a 

whole, it was never necessary for the Ben Hur Life Asso- 

ciation to borrow money from the government or any 
other source to meet all cash demands. 


BEN HUR LIFE ASSOCIATION 


Established 1894 
Home Office: Crawfordsville, Ind. 


Edwin M. Mason, 
Secretary 








1902 


APPLETON 


Assets, July 1, 1938 





Governor | 


Aex. O. Benz, President 
Orto C. Rentner, Vice-President 





AID ASSOCIATION 


0. WISCONSIN 


’ ' 





Our Own Home Office Building 
All plans of legal reserve fraternal life insurance for men, women and children. 


scteees $ 26,938,770.18 
weeeeee 184,476,157.00 


Thirty-five Years of Fraternal Service and Achievement. 


Insurance in Force.. 


1938 


for LUTHERANS 


Asert Voecks, Secretary 
Wn. H. Zuen Ke, Treasurer 
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iii ACTUARIES HT 


CALIFORNIA 
Barrett N. Coates Carl E. Herfurth 
COATES & HERFURTH 


CONSULTING ACTUARIES 


532 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


























DISTRICT OF COLUMBIA 


Specialty, Income Taxes of Insurance 
Companies 


WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
Organisation, Management, Tax Service 
Investment Bldg., Washington, D. C. 

















ILLINOIS 


DONALD F. CAMPBELL 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries 
1¢@ N. La Salle St. Chicago, Illinois 
Telephone State 1336 























CONOVER & GREEN 


Consulting Actuaries 
Auditors & Accountants 
135 So. La Salle Street 

Chicago 














HARRY S. TRESSEL 
Certified oar tle and 


10 S. La Salle St., Chicago 
M. Wolthen ne 
5 olfman, ° . . : 
N. A. Mossovitch, Ph. D. Franklin 4020 
L. J. Lally 














NDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha 




















HARRY C. MARVIN 
Consulting Actuary 
8th Floor Peoples Bank Building 
INDIANAPOLIS, INDIANA 








NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 














Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 




















PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 








Associates 
Fred E. Swartz, C. P.A. 
: PHILADELPHIA 


[sm BOURSE 


Complete financial data, policy facts, 
rates and values in the 1938 Unique 
Manual-Digest. $5. National Under- 
writer. 


























C.L.U. NEWS 


ANNOUNCE PITTSBURGH COURSES 


The 1938-1939 C. L. U. study courses 
at the University of Pittsburgh will be- 
gin next month. ‘ 

Courses will be given in  funda- 
mentals, salesmanship and general edu- 
cation. Courses dealing with law, trusts 
and estates and finance will be omitted 
this year, but will be available in 1939- 
1940. 

The course in life insurance funda- 
mentals, sponsored by the school of 
business administration, will be held 
from 6:05 to 7:45 p. m. each Monday 
from Sept. 19 to May 30 in room 251, 
Cathedral of Learning. F. J. Stevenson 
will be the instructor. 

Life insurance salesmanship will be 
taught by John E. Davis from 7:45 to 
9 p. m. each Monday from Feb. 6 to 
May 30 in the same room. This section 
is sponsored by the Pittsburgh C. L. U. 
chapter. 

The general education program, spon- 
sored by the school of business adminis- 
tration, is divided into three parts. 
Classes on government will be con- 
ducted by Prof. B. H. Williams from 
6:05 to 7:45 p. m. each Monday, Sept. 
19 to Dec. 12, inclusive. Economic prob- 
lems will be dealt with by Prof. Asher 
Isaacs from 6:05 to 7:45 p. m. each 
Monday from Jan. 2 to March 20. 
Sociology will be taught by Prof. 
Manuel C. Elmer from 6:05 to 7:45 p. m. 
each Monday from March 27 to May 29. 
All these classes will be in Room 249, 
Cathedral of Learning. 

The Pittsburgh C. L. U. chapter’s pro- 
motional committee, in charge of the 
school and other C. L. U. activities, is 
headed by R. S. Koehler, Jr., Mutual 
Benefit Life. 





STUDY GROUP IN DALLAS 


The Dallas C. L. U. chapter has or- 
ganized study group classes, under the 
direction of J. A. Monroe, Jr. Instruc- 
tors will include E. G. Brown, vice-pres- 
ident Southwestern Life; R. E. Fried, J. 
P. Costello and David Mayer. The ex- 
aminations are under the supervision of 
Dean W. F. Hauhart of the economics 
department of Southern Methodist Uni- 
versity and President T. L. Bond, of the 
Dallas chapter. 


CINCINNATI CHAIRMEN 


Committee chairmen of the Cincinnati 
C. L. U. are B. H. Wulfekoetter, Massa- 
chusetts Mutual, program, and G. T. 
Kennedy, Lincoln National, educational. 
Assisting Mr. Wulfekoetter are W. J. 
Mack, Northwestern Mutual, and A. R. 
Jaqua, “Diamond Life Bulletins.” As- 
sisting Mr. Kennedy are M. L. Bang- 
ham, Fidelity Mutual; R. F. Ives, 
Massachusetts Mutual; C. A. Johannig- 
man, Union Central; R. A. Lauer, 
Northwestern Mutual; E. F.  Pierle, 
Provident Mutual, and B. S. Taylor, 
New England Mutual. 


PLAN LOS ANGELES INSTITUTE 

The Los Angeles C. L. U. chapter is 
opening the C. L. U. Institute session, 
Sept. 15, to continue until June, 1939. 

Parts I and II of the C. L. U. course 
will be given by Dr. C. J. Rockwell of 
the University of Southern California. 
Parts III, IV and V by Dr. F. F. Burt- 
chett of the University of California at 
Los Angeles. 

The Los Angeles chapter now has 79 
members from 22 companies. 


INDIANA C, L. U. COURSES 


The Indianapolis C. L. U. chapter an- 
rounces courses to be given in Butler 
University beginning Sept. 15. Parts I 
and II—life insurance fundamentals and 
life insurance salesmanship—will be 
given and Part II will be repeated in the 
second semester. Indiana University is 
offering a program of preparatory 
classes and this year will offer Part III, 
general education. J. R. Townsend, Jr., 





is instructor in the Butler course and 
Guy E. Morrison for Indiana Univer- 
sity. 


BROADER PROGRAM SUGGESTED 


A broad educational program was 
proposed at the Detroit C. L. U. meet- 
ing by E. P. Balkema, state manager 
Northwestern National Life. In the 
past the chapter, together with the As- 
sociated Life General Agents & Man- 
agers and the Qualified Life Under- 
writers, has sponsored extension work 
leading to the C. L. U. designation each 
fall and winter. 

Mr. Balkema _ proposes, however, 
that this work be broadened so that 
more underwriters can benefit from it 
and so those who wish to better them- 
selves but still do not care to seek the 
C. L. U. designation may be aided. He 
suggests a series of meetings at which 
various phases of underwriting will be 
discussed by experts. The meetings 
would be designed to replace—or at 
least to augment—the type of educa- 
tional work done in the individual 
agencies. 

The directors of the Associated Life 
General Agents & Managers. have 
pledged support to the movement. 








RECORDS 


Security Mutual Life, Neb—A record 
business for July, with a gain of $110,- 
000 over the same month of 1937, en- 
abled the company to report a small 
gain in new business written and a sub- 
stantial increase in insurance in force 
for the first seven months. At the end 
of June it was over $100,000 behind 
1937 figures. 

Manhattan Life— August new paid- 
for production was $1,423,666, gain 13.8 
percent. It was the largest paid-for of 
any August in the company’s 88 years 
of operation. Insurance in force gained 
over $750,000 and now stands at over 
$70,500,000. 

Southland Life — Paid production is 
averaging more than $2,000,000 per 
month. President A. Morgan Duke says 
the quota set at the time of the merger 
with the Gulf States was $20,000,000 for 
the year, but that the figure will reach 
$25,000,000. The Southland now has 
more business in force than the com- 
bined companies at the time of the 
merger in March, which approximated 
$185,000,000. Present indications are the 
amount at the close of the year will ex- 
ceed that by several million dollars. 

Lincoln National Life—Experienced a 
gain of 6.9 percent in new paid business 
the first eight months. Paid production 
gain for August was 3.4 percent. Total 
volume of insurance paid-for, year to 
date, is in excess of $108,000,000; for 
August, more than $14,000,000. Total 
insurance in force at the end of Au- 
gust was $985,061,270—a new all-time 
high. August was the 15th consecutive 
month in which total insurance in force 
reached a new all-time high mark. Its 
insurance in force has shown uninter- 
rupted increases for 30 consecutive 
months. Insurance in force has in- 
creased by nearly $32,000,000 since Dec. 
31, 1937, when it stood at $953,696,951. 

Oregon Mutual Life—Insurance in 
force and assets have pressed forward 
to all-time highs. Insurance in force 
now stands at $60,512,000, and assets 
exceed $16,500,000. 

New officers of its Leaders Club are 
W. J. Sheehy, Portland, president; Will 
R. Lewis, Portland; A. B. Evans, Sa- 
lem, and C. L. Hurlburt, Tacoma, vice- 
president. Membership in the com- 
pany’s Millionaire’s Club was awarded 
Mr. Hurlburt and Amy Reed, Seattle. 

Business Men’s Assurance—An_in- 
crease in business over 1937 for both 
August and the year to date is reported 
by the Ohio and Colorado branch of- 
fices. Also the Arkansas and Oklahoma 
offices show an increase for the first 
eight months over the same period a 
year ago. The Ohio office, under the 








management of E. W. Welton, formerly 
manager for Kentucky, ranks  firg 
among the 17 branch offices in percent 
of quota, with 69.4 percent. The Colo. 
rado office is second with 65.4 percent. 

Connecticut Mutual Life—Reports jp. 
creases in its paid-for business and jp 
its insurance in force for August. New 
paid-for sales in August were $7,722,073 
gain of 8.9 percent. Sales for the eight 
months were $59,002,071. Increases the 
past two months have brought the 1933 
production to within 7.4 percent of last 
year. Gains in insurance in force haye 
averaged $2,096,611 each month of this 
year, making a gain for the year to date 
of $16,772,891. Total in force is now at 
an all-time high of $995,913,959, 

Continental American Life—Closeq 
eight months with 11 percent gain in 
new paid-for production over the same 
period of 1937. 


NEW YORK 


Wolfson Charities Chairman 


S. S. Wolfson, general agent Berk- 
shire Life, New York City, is general 
chairman of the life insurance division 
of the New York and Brooklyn Federa- 
tions of Jewish Charities. The 1938 fed- 
eration campaign will shortly be 
launched, the beneficiaries being 116 
health and welfare institutions affiliated 
with the two federations. F. S. Gold- 
standt, general agent Equitable Society, 
New York City, is vice-chairman of the 
life insurance division. 











Brooklyn Supervisors to Meet 


The Brooklyn Life Supervisors Asso- 
ciation will hold its first meeting of the 
season at the Hotel Bossert Sept. 22 at 
12:30. The meeting will be devoted to 
planning the association’s activities. The 
association will present a scroll to its 
former president, Jerome Siegel. 


Petree Still with Department 


Although F. M. Petree resigned as 
assistant insurance commissioner of 
Oklahoma, he has not severed his con- 
nection with that department, Commis- 
sioner Read announced. Mr. Petree will 
remain with the department and _ have 
charge of all insurance company receiv- 
ership cases. An Oklahoma statute en- 
acted in 1937 provides that the commis- 
sioner shall be receiver for all insolvent 
insurance companies of Oklahoma and 
ancillary receiver for all such foreign 
companies. At present there are two 
such cases pending, that of the Mutual 
Casualty of Oklahoma City and the an- 
cillary receivership of the American 
Life of Detroit. 

F. Gibson, Oklahoma City attor- 
ney, succeeds Mr. Petree as assistant 
commissioner. 


D. E. Newton has joined the B. A. 
Wiederman agency of the Union Central 
Life in San Antonio as sales director. 


* 
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Triple Satisfaction from 
Selling Life Insurance 





Dr. Samuel N. Stevens, Northwestern 
University psychologist, told the Chi- 
cago regional convention of the Provi- 
dent Mutual Life that the real satisfac- 
tion of an agent’s life comes not only 
from the living he makes but from his 
significance to others in his community: 
“Week after week you are counseling 
others to take action in order to avoid 
a blind date with destiny,” said Dr. 
Stevens. “Those who take your counsel 
are happier and better people because 
of you.” 

Dr. Stevens said that life underwrit- 
ing thrills men as a career because it 
embraces the three great significent re- 
lationship of human beings; giving one- 
self to others, undergoing obligations 
from others, and doing so much good 
that the world is better for our having 
lived—a sort of “worldly immortality,” 
Dr. Stevens termed it. 


Like to Do Favors 


Underwriters sometimes dislike the 
fact that policyholders consider the pur- 
chase of life insurance as a favor to a 
salesman, Dr, Stevens said. He pointed 
out, however, that one of the great facts 
of human psychology is that people like 
to do favors for others. The wunder- 
writer who permits his policyholders to 
do favors of any sort for him has won 
their friendship. 

Feature speaker at the banquet was 
President M. A. Linton who discussed 
the affairs of life insurance and the 
Provident Mutual against the back- 
ground of national economic trends. 

Other home office speakers included 
Vice-Presidents Willard K. Wise and 
Edward W. Marshall; Franklin C. 
Morss, manager of agencies; William 
E, Creery, assistant insurance super- 
visor; Ernest A. Farrington, agency as- 
sistant and Nelson A. White, advertis- 
ing manager. 

Registration included 175 persons. A 
second regional convention is being held 
this week at the Homestead, at Hot 
Springs, Va. A final convention will 
be held the end of the month at the 
Lake Placid Club, N. Y. 


Discuss Sales Strategy 


A large part of the sessions was de- 
voted to a discussion of sales strategy. 
Some of the pertinent thoughts which 
were brought out follow: 

Henry G. Barnhurst, New York, on 
planning: “My plan of action consists 
ot seven ideas that have worked for me 
and will work in the future: 

“1. I must have a goal—a standard 
of comparison. 

“2. That standard of comparison 
should become higher as I progress. 

"3. I must have a standardized sales 
Procedure, 

“4. I never talk about business on 
social occasions, and never talk about 
fun during interviews. 

‘5. Most of my business will come 
from friends and centers of inflttence. 

6. I must advertise to build good 
will with these centers of influence. 

7. I am with the company that will 
do its share if I do mine.” 

Willard B. Hopper, Cincinnati, on 
selling sons: “Most fathers who are 
really interested in their sons’ future will 
heartily agree that if you can persuade 
the sons to have money through life in- 
surance you will be doing both father 
and son a mighty big favor.” 

4. Mortimer Buckley, Chicago, on 
Minimums: “I never recommend a 


; ’ . 

nickel’s worth of insurance more than a 
If I can sell every man I 
Minimum amount of insur- 


man needs, 
talk to his 





ance, my business in force will increase 
many times its present size.” 

Harry H. Berger, St. Louis, on work 
habits: “In this business of ours we can 
pull ourselves up by our bootstraps and 
achieve our highest ambitions, but we 
must pay the price. There is only one 
way to do it: Put in an honest week’s 
work, If you give it the same time and 
effort you would give your employer in 
a department store, you will get the 
business.” 

Clarence A. Post, Milwaukee, on pro- 
gramming: “Do you remember the care- 
fully laid plans you had for a date with 
your first real heart-throb? The slicked 
hair, the perfectly shined shoes, the box 
of candy—and then your maneuvers to 
get your girl to the swing overlooking 
the river just before the moon would 
come up? After a few moments of 
prestige-building conversation you 
wangled up enough nerve to put your 
arm on the back of the swing. Seem- 
ingly there were no objections, so you 
continued your approach until your arm 
gradually left the swing and encircled 
the girl. The first sale was in sight! 
Programming can be likened to this ex- 
perience. If you have a well planned, 
carefully thought out build-up, you will 
eventually arrive at your ultimate aim.” 


Stay in Other Fellow’s Office 


Francis J. Conlin, Ann Arbor, on 
staying away: “Stay away from your 
own office and stay in the other fellow’s! 
Especially, stay out of your own office 
in the morning! I usually make a tele- 
phone call each hour to the office to see 
if there is anything important there, but 
should I slip up it does not prove dis- 
astrous. As the saying goes, ‘if it’s 
good news it can wait and if it’s bad I 
don’t want to hear it.’” 

Percy S. Williams, Duluth, on friend- 
ship: “Don’t neglect your personal 
friends. They expect you to approach 
them on the subject of life insurance. 
Other agents who know of your friend- 
ship are likely to assume that they 
would be wasting their time in ap- 
proaching your friends. Unless you do 
a thorough job of helping your friends 
provide for their family through life in- 
surance, the job may remain undone.” 

Ross Whetsel, Denver, on unemploy- 
ment; “There are thousands of people 


‘today who want the opportunity to 


work, We have it!” 

Charles N. Fuller, Chicago, on the 
first interview: “The prospect’s interest 
is greatest early in the sales process. 


Let’s give him as much information as | 


possible at the time when he is most 
ready to receive it.” 

Lee Prothers, Minneapolis, on pro- 
gramming: “In listing a man’s potential 
assets, don’t forget the holdings of his 
and his wife’s parents. Sometimes the 


grandparents’ situation changes the 
whole picture.” 
Sells Boys on Saving 

Willard B. Hopper, Cincinnati, on 


selling boys: “By treating youngsters 
like business men I have been able to 
interest them in saving money through 
life insurance. Their dads are glad to 
cooperate in establishing the principles 
of thrift.” 

Ray S. Robinson, Kansas City, on 
selling young people: “Young unmarried 
men and women are good prospects. 
Their policies may be small, but they 
grow. People never forget the man who 
sold them their first policy.” 

Clifford A. Connor, Davenport, on 
fireside canvasses: “To try to pry the 
average man loose from $400 or $500 





without taking his wife into the picture 
is just kidding yourself. My biggest 
sales have been made to husband and 
wife in the evening. After all, the wife 
spends most of the household money.” 


Uses Children’s Names 


J. Atkins Parker, St. Louis, on selling 
the family man: “I don’t talk to a pros- 
pect about ‘your youngsters.’ I talk 
about Jack, Jane or Billy. It makes a 
big difference.” 

Abner <A. Webster, Chicago, on 
parties: “I never mix business and pleas- 
ure. Sure, you get a lot of life insurance 
questions at social gatherings but you 
sell mighty little life insurance at such 
a time. So don’t shoot your bolt before 
you can hit the mark.” 

Thomas B. Silliman, Duluth, on com- 
pany prestige: “The prestige I have 
comes to me from the company. A 
record of fair dealing is an ample pres- 
tige builder.” 

Ray T. Wright, Lawrence, on doctors: 
“T find that young doctors and medical 
students are good prospects because 
they grow into excellent policyholders. 
I work out a program for their future 
use before they even buy a _ nickel’s 





Sales Ideas and Suggestions 


I invest time which 

comes back in commissions later. 
Samuel P. Quarles, Kansas City, on 

taxation: “A man’s estate is like a wed- 





worth of insurance. 


ding cake. A big layer of real estate 
forms the foundation; a small layer of 
mortgages and other frozen assets are 
above; a still smaller layer of liquid as- 
sets are above that; and at the very top 
is an exceedingly small piece of cash. 
“In its distribution, an estate is like 
a wedding cake too. The guests, in- 
cluding Uncle Sam, Auntie State, Mr. 
Attorney, friend Undertaker and all the 
other guests start eating at the top and 
work down to the bottom. The family 
gets what is left, if there is any. 
“Life insurance is the only way to see 
that your family really gets some cake.” 
J. S. Rickards, Chicago, on conven- 
tions: “Attending conventions is great 
fun but not much good unless you put 
the ideas to work when you get home.” 
Lloyd D. Lehan, Sioux City, on pres- 
tige: “I find that prestige of some sort 
is almost necessary in every sale.” 
Donald T. MacKinnon, Detroit, on 
business insurance: “Business insurance 
is the one form of life insurance that is 
sold by logic and not by emotion.” 





Ideas That Are Working 
Today Are Presented 





“Ideas that are working today” were 
discussed by the Chicago Life Agency 
Supervisors at the first fall meeting. 
Elmer J. Grandson, Union Central Life, 
the chairman, told how he got new. men 
into successful production by~using. the 
approach: “In your, life insurance -poli- 
cies have you the-privilege-of. converting 
your cash values into a life income?” 
As a result the prospect usually gets 
out his policies and checks them with 
the agent, which gives the latter a good 
idea of the prospect’s life insurance set- 
up. The option-service approach is al- 
ways effective, he said. 

Roy T. Elmer, New York Life, said 
that new, young men are not in a posi- 
ion to talk to big buyers so it is neces- 
sary that they write small policies at 
first. He is for getting new men into 
production quickly so that they get en- 
thusiastic about the business and there 
is nothing that stimulates enthusiasm 
more than making: money. Mr. Elmer 
i goes out and makes calls with his new 
men. Before the first call he says: “Let 
fme do all the talking, and then you can 
criticise and ask questions afterwards. 
Later I will do the same thing with 
tyou.” Such a two-way attitude has a 
| good psychological effect. 


| Who Can Save 10 Cents 


Mr. Elmer asks the new agent if he 
knows any people who can save 10 cents 
a day. This enables the new man to 
' visualize a large number of prospects. 
Mr. Elmer uses a series of charts which 
‘shows the life insurance setup for a 10 
‘cent a day investment at various ages. 
‘Such business is usually paid for on an 
annual basis. He uses a bank approach 
in working the plan as an interest get- 
ter, but as soon as it has served its pur- 
-pose he gets it out of the picture and 
‘pushes the insurance and what it will do 
rather than the bank. 

C. W. Bonifield, Reliance Life, told 
how he used a bank in the approach. 
The bank arouses curiosity and interest 
but it doesn’t sell the insurance, he 
said. He had a band around the bank on 
which details regarding the insurance 
plan were printed. He approachd the 
‘prospect with a bank in hand and the 
prospect usually took it and looked at 
‘it. Mr. Bonfield used a 25 cent a day 
‘approach, quoting the figures from the 
‘band on the bank, taking the bank back 
from the prospect as he did it. Then he 





‘put the bank in his pocket and went on 








with the insurance talk. Both Mr. EI- 
mer and Mr. Bonifield recommend ieav- 
ing the bank with the prospect only 
when necessary to carry ont the plan. 

Ideas that are clicking today are based 
on “selling needsxand transposing insur- 
ance contracts into; income, said Willett 
MezsPotter, Penn Mutual Life. Size of 
policies is increased by selling income. 
lf a prospect is approached on the idea 
of providing $1 a day income, he feels 
the amount is small while if he is ap- 
proached with the idea of buying $7,000 
life insurance, which is necessary to pro- 
vide that income, he might feel that it 
was too large an amount. Odd amount 
policies to provide a cleanup fund plus 
an adequate monthly income for a year 
or two are popular, said Mr. Potter. He 
advised against quoting rates per $1,000 
of insurance. It is more effective to use 
the approach such as $2 a week in pre- 
miums will provide an income of $100 
a month for the first year and $75 a 
month the second year, etc. Simple pro- 
gramming, even for the small policy- 
holder, gives him and his family a pic- 
ture of what the insurance will do. Mr. 
Potter said that his agency had had very 
good success with direct mail. The fol- 
lowing letter gets good results with a 
personal followup, although it seldom 
gets direct replies. 

Dear ———————__, 

I'd like to come to see you about 
something of importance on the third 
page of your life insurance policies. 
There is -something in your contracts 
that you should thoroughly understand, 
and which should be brought to your 
attention. 

Let me know when you will have the 
policies out, and when it will be con- 
venient for me to see you. 

Sincerely, 


Good Results Secured 


Very good results were secured on 
the following letter, in one case 14 re- 
plies being received on 50, aithough that 
was above average: 

Would you mind writing your date of 
birth on the margin of this letter and re- 
turning it to me? 

In return we will send you informa- 
tion about the most discussed contract 
issued by a life insurance company to- 
day. It is a perfct supplement to social 
security income. 

Sincerely yours, 
Mr. Potter said that an agent can se- 
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cure much business by prospecting in the 
larger organizations. Such companies 
usually have employe house organs 
which give news of employe activities, 
births, marriages, etc. By cultivating 
one employe it is usually possible to get 
a copy of the paper regularly so as to 
keep in touch with the activities of vari- 
ous members of the organization. Mr. 
Potter finds it pays to keep track of 
newcomers to the city, the news of 
which can be secured from trade publi- 
cations. 

A sales approach which has been used 
successfully by new men was outlined 
by Stanley Stuart, Continental Assur- 
ance. In a fact finding interview the 
new man explains that he has just at- 
tended an intensive training course and 
he learned some facts and information 
he would like to present to the prospect. 
The prospect asks what it is, but the 
agent replies that it wouldn’t be fair to 
either of them to give the data offhand, 
but if the prospect will give him some 
information, he can make out a brief 
which the prospect can then study at his 
leisure. He asks for the date of birth. 
The agent then asks the prospect if he 
realizes that the average fellow throws 
away $30 or $40 a month on non-essen- 
tials. “I suppose you are about average 
like I am?” he asks the prospect. “You 
could probably save $10 a month from 
that money, couldn’t you?” he asks. The 
reply is usually in the affirmative which 
sets up a tentative premium to use later 
in the illustration. 


Set Retirement Age 


The next step is to get an idea of the 
age at which the prospect wishes to re- 
tire, whether at 55, 60 or 65. Mr. Stuart 
recommends that the agent at this point 
draw a light line, marking off the youth- 
ful period of dependency, age at which 
the prospect became independent and old 
age when he will be dependent on char- 
ity or his own property. To get an 
idea of how much life insurance the pros- 
pect has, he asks such questions as, “Are 
you as old financially as you are physi- 
cally?” “How much do you think will 
be sufficient for your retirement in- 
come?” If the prospect thinks he al- 
ready has enough life insurance, Mr. 
Stuart asks him if he would be content 
to retire on the amount of monthly in- 
come it will provide, naming the specific 
amount. This is usually a trivial amount 
and usually produces a negative answer. 

Walter Jolley, Massachusetts Mutual 
Life, suggested taking advantage of the 
present war scare to sell fathers of boys 
of teen ages. If war does come, it will 
be difficult for these boys to get insur- 
ance later. In addition, a lower premium 
rate can be secured at younger ages. 
Prospect files can be checked for infor- 
mation on fathers with boys of teen age 
and a pre-approach letter can start out 
something like this: “You can do some- 
thing for Johnnie now for which he will 
thank you for the rest of his life.” 
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Old Agents Recruit 95% of 


Reliance Life’s New Men 


PITTSBURGH — “Building a Sales 
Organization” was discussed by H. T. 
Burnett, vice-president of the Reliance 
Life in charge of agencies, at the first 
fall meeting of the Pittsburgh Super- 
visors Club. 

Mr. Burnett said in his organization 
95 percent of the new agents are pro- 
cured through present agents. In re- 
cruiting men through this method, he 
recommended paying the present agency 
force for newly enlisted men, impressing 
on them the advantages of building a 
large organization and so adding pres- 
tige to the company. He suggested 
means of keeping this recruiting prob- 
lem fresh in the minds of his agency 
force at agency meetings, card games, 
personal interviews with the manager 
and direct mailings in which the names 





of the recommending agents play a 
prominent part. 

According to Mr. Burnett, advantages 
of building an organization through 
one’s own agency include elimination 
of wasteful advances, cutting down the 
supervisory force, and speed and effi- 
ciency in building up the organization. 


To Revise Detroit By-Laws 


DETROIT — Revision of by-laws 
was authorized by the directors of the 
Detroit Associated Life General Agents 
& Managers at their first fall meeting. 
Will S. Reeve, Union Central; Donald 
Machum, Manufacturers Life, and H. 
B. Thompson, secretary-counsel, will 
prepare the revision. 

The board approved a proposal for 
broadening the work of the Detroit 
C. L. U. chapter. Consideration of the 
fall and winter program was _ tabled 
until the first regular meeting, to be 
held immediately after the Houston con- 
vention, The board expressed its ap- 
preciation of the work of the Detroit 
Better Business Bureau in publicizing 
the dangers of twisting and other un- 
ethical underwriting practices in its 
newspaper advertising. 


Special Cleveland Meeting 


CLEVELAND—The Cleveland Life 
Insurance Executives Club is holding a 
special evening meeting Sept. 16, to 
consider participation and support of 
the “Cleveland Plan,” which aims to 
boost the position and turnover of local 
business and business men. 


The Cleveland Cashiers Club will hold 
its next meeting Sept. 20. 


Record Based on Premiums, 
Not on Business Produced 


C. Hugh Blair of Pittsburgh, manager 
of the Phoenix Mutual Life, in com- 
menting on the address of Vice-president 
M. P. Cornelius of the Continental As- 
surance at its agency convention in which 
he took the position that paid for busi- 
ness was not a true criterion of accom- 
plishment for an agent or a company but 
the measurng stick, in his opinion, should 
be the premiums, states that for nearly 
two years his agency has been noting 
only premiums that have been applied 
for on the weekly honor roll disregard- 
ing volume entirely. Mr. Blair says: 

“Since premiums mean commissions 
and volume does not, we are teaching 
the men in the office the value of pre- 
miums rather than face amount through 
this weekly honor roll, which is attached. 
We find that our men can tell you ex- 
actly how many premiums they have 
turned in during any given year but are 
not aware of the volume of business as 
that, they believe, is unessential. We 
find our recording of production in this 
fashion stimulating to business and we 
wouldn’t think of going back to the old 
fashioned way of bragging about volume.” 


Seek Mail Order Regulation 


LINCOLN, NEB.—Increased activi- 
ties of mail order life and casualty com- 
panies in Nebraska, with resultant in- 
crease in sales, has caused a discussion 
in Nebraska insurance circles as to pos- 
sibility of securing some form of regu- 
lation. Attorneys have advised that so 
long as companies using the mail do 
not violate postal laws, the arm of the 
state cannot reach them unless they are 
Nebraska companies. Insurance Direc- 
tor Smrha says it may be necessary for 
the state to exercise some supervision 
over the advertising matter sent out, 
more particularly with reference to the 
inclusion of financial statements. This 
could be done by invoking the general 
powers of the director. Mr. Smrha says 
he has found no misrepresentation in 
such advertising as has been called to 
his attention, but that his criticism goes 
to what is omitted that prospects should 
be informed about before determining 
whether to buy. Five Omaha compa- 
nies do most of their solicitation and 
placing through the mails. 








MANAGING MEN 


Discipline 
By A. R. Jaqua, Associate Editor 
DIAMOND LIFE BULLETINS 








Most people live and die without 
learning the advantages of work discip- 
line. And that is too bad, because most 
people would be very much happier and 
considerably more prosperous, with dis- 
cipline. 

Marie Sandoz wrote “Old Jules,” a 
best seller, and “Slogum House.” Wil- 
liam Seabrook wrote “Magic Island” 
and “Jungle Ways.” In an article on 
their work methods, an author says: “I 
perceived that Sandoz and Seabrook 
worked at their writing as insistently as 
the most marshalled bookkeeper. Get- 
ting at and staying with it are regulated 
by compelling mental time-clocks so 
much a part of habit that there is little 
problem. This discipline conquers in 
varying degrees indispositions of the 
body, invitations to parties, visiting 
friends, reading and other hindrances.” 

Some time ago Helen Keller received 
an honorary degree at the University 
of Glasgow. While the president of the 
university made the award and the 
audience sang the national anthem, 
Helen Keller’s teacher spelled through 
her hands the story of what was going 
on. Then Miss Keller, one of the 
world’s greatest monuments to discip- 
line, made a little speech and these were 
her closing words: 

“Darkness and silence need not bar 
the progress of the immortal spirit.” 
“Then,” says the Scotch reporter, “there 
was thunderous applause, which only she 
could not hear.” 


Exercise Self-Discipline 


Griffin M. Lovelace, vice-president of 
the New York Life, says that the “one 
common denominator of every under- 
writer who writes a large business year 
after year is the exercise of self-discip- 
line in mastering all of the essential 
phases of their work.” 

Says Mr. Lovelace: “Make a list of 
the important things you do not like to 
do and decide whether you prefer less 
business, or whether you will conquer 
your aversion and by self-discipline 
learn to do the things well and thor- 
oughly.” 

A famous’ Russian-French piano 
teacher is now on the staff of an Ameri- 
can Conservatory. He is astonished at 
the high talent and poor technique of 
American students. He says: “They 
can, but they will not. The ability is 
there but the discipline is lacking.” 

Rhodes scholars often do poorly their 
first year or two at Oxford. Having 
been used all of their life to being told 
what to do and when and how to do it, 
they cannot easily make the change to 
self-imposed discipline. The freedom of 
attending lectures or not, of no exami- 
nations, is too much. 


Insists on Perfection 


Arturo Toscannini is one of the su- 
preme names in the annals of orchestral 
history solely because he insists, without 
mercy to himself or anyone else con- 
cerned, upon the very best and nothing 
but the best of which he and his men 
are capable. He disciplines his men ter- 
ribly, but they play wonderfully. 

The child who does not learn discip- 
line in childhood will have discipline 
forced upon him in manhood and at 
much greater pain. Clay Hamlin says: 
“Discipline yourself or the world will 
discipline you.” Is that why so many 
of our leaders come from the farm, 
where one learns to get up in the morn- 
ing without protest because cows must 
be milked and horses must be fed, and 
where one learns to work hard regard- 
less of little pains or moods because the 
work must be done, and where one 
learns to be thrifty because there is little 
cash? Too much discipline no doubt 





destroys originality and initiative, by 
too little is equally bad. 

A life underwriter recruit is like the 
Rhodes scholar at Oxford, and few there 
are who can immediately adapt them. 
selves. Whereupon we have the des. 
perate need for a leader who will enforc, 
a reasonable discipline, who will draw 
out and insist upon the best that is in, 
man. There never was a great agency 
nor a great company without there being 
at the head a great leader with a pas. 
sion for perfection—and that requires 
discipline. 


Clean Up Assessment Outfits 


Texas Operators Face Federal Cour 
Charges of Using Mails to Defraud 


Investors 


HOUSTON, TEX.—Trials of sey. 
eral persons in Texas on charges of 
using the mails to defraud in connection 
with alleged insurance swindles are 
scheduled in the federal court at Hous. 
ton and Shreveport. These cases jn- 
volve the operation of assessment life 
companies, doing most of their business 
in this state. 

Indictments have been returned in 
Houston against two sets of assessment 
company operators. G. H. Cottrill and 
C. C. Eidson were charged specifically 
with using the mails to defraud in con- 
nection with the operation of the Na- 
tional Mutual Benefit and the National 
T. B. A. Benefit. The trial has been 
set for Sept. 26. They have been under 
bond of $5,000 each since indicted in 
May. 

Others Are Indicted 


Others indicted in federal court at 
Houston are T. W. Bachus, A. D. 
Anderson, W. D. Crawford, H. M. 
Chadwick, T. W. Bachus & Company, 
of Houston; Federal Underwriters 
Agency of Texarkana, Texas, Dixie 
Underwriters Agency of Marshall, Na- 
tional Underwriters Agency of Mem- 
phis, Fire Association of America, 
Huron, N. D. and the Pelican Benefit 
Association of Shreveport. It is charged 
these companies and operators were or- 
ganized for the purpose of selling life 
insurance at low rates and that the af- 
fairs were juggled about until the bene- 
ficiaries received practically nothing on 
their claims. The Pelican Benefit was 
the “fall company,” is charged, all claims 
finally reaching that outfit after being 
shunted about at the disposition of the 
operators. 

These cases are scheduled to be heard 
in October. 

Federal court in Shreveport the first 
half of October is scheduled to try Zeb 
Freeman and Jack Beasley of Dallas 
and T. L. Morris and others of Shreve- 
port in connection with the operation of 
another set of assessment outfits which 
it was claimed paid less than 5 cents on 
the dollar on death claims over a period 
of years while officers of the companies 
were dragging down princely salaries. 

The first trial resulted in a hung jury. 
The action brought a scathing de- 
nunciation from the federal judge and 
an investigation by the federal prosecu- 
tors to determine if there had been any 
“tampering with the jury.” 


Business Men’s Assurance Leaders 


For the second consecutive month, 
O. K. Johnson of Columbus, O., led 
the sales organization of the Business 
Men’s Assurance in August. His pro- 
duction for the month was 369 points. 
Mr. Johnson also submitted the great- 
est number of applications for the 
month. W. L. Butler of Missouri was 
top leader in life volume, having re- 
ported $28,500. 

R Sanders, district manager, at 
San Diego, Cal., the all-time high leader 
of the organization, continues in the 
lead for the year in both paid produc- 
tion and life volume. Mr. Sanders 1s 
attending the Million Dollar Round 
Table meeting at Galveston, having 
qualified for membership in the organi- 
zation for the first time this year. 























ROCK BOTTOM 


Any organization can multiply the material in 
its sales portfolio as much as it pleases, but it must 
not expect results in direct ratio. Prolific addi- 
tions of themselves can even be dangerous tread- 
mills. 


Far wiser and better is a soundly conceived and 
basic sales plan from which all new sales ideas 
follow naturally. Such development leads to 
sounder and more lasting results than mere in- 
vention anchored to impermanence. 


When State Mutual men talk about the State 
Mutual Plan they mean the plan used last year 
and the year before and the year before that, 
basically the same but always developing. 


STATE MUTUAL LIFE 
ASSURANCE COMPANY 
of 
WORCESTER, MASSACHUSETTS 


Incorporated 1844 





Over 94 Years a Synonym for Security 
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ece ace EAGER HANDS 
IN YOUR TERRITORY FOR THIS PACKAGE! 


A money-making insurance selling plan, all wrapped up 
in one package, that “makes sales a cinch.” When you 
use the PAYMASTER PLAN it's easier to interest a greater 
number of people and sales are closed quicker, because 
you can give them just what they want. This means more 
profit for you! Agents everywhere are enthusiastic about 
this new insurance merchandiser. 
With it we'll mail you a FREE Paymaster sales 
portfolio. There is not the slightest obligation, and you 
can see how it would work for you in your territory. 


*A new tonic for insurance men (Pink Pills for Pale Producers). 


Address—James A. Preston, Sales Manager 
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~ AMERICAN 


MUTUAL LIFE 


!. HOFFMAN, 


DES MOINES 


COMMISSIONS 
PLUS 


A New Development Program and a 
Liberal Contract for Michigan 


Real Opportunities for General Agents 
and District Managers 


Write 
THE OHIO STATE LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 









Purely Mutual 












NORFOLK WAS UNDER a state of siege. Before communication with the 
outside world was disrupted, the New York Life’s Home Office was noti- 
fied that two of its policyholders in the city had died. Prompt payments 
would relieve distress. But how could they be made under these conditions? 


sus- ONE OF THE BENEFICIARIES later came to New York to express her ap- 


THE OPPOSING ARMIES recognized the humanity of life insurance... 
pended hostilities . . . allowed a representative to pass through the lines preciation. She carried a letter from Mayor William W. Lamb of Norfolk. He 
under a flag of truce in order to establish a contact and make arrangements wrote: “Your prompt payment has sustained the high reputation of your 


with the beneficiaries within the city of Norfolk for the payment of these claims, Company in this community which I hope it will long continue to enjoy.” 


a man buys life insurance he wants 
to feel sure that the proceeds, when due. 


will be paid without delay. A life insurance 


company therefore makes every effort to pay 
its obligations as promptly as possible. Also, it 


must be kept so safe that there need never be 


any question of its financial ability to meet 
its obligations. The New York Life Insurance 
Company has a long record of fidelity in meeting 
its obligations to policyholders; and in investing 
it adheres to the principle that safety should al- 


ways be the first consideration. These are among 


the reasons why the Company continues to 
merit the confidence of its policyholders . . . 
why a New York Life policy is one of the best 
investments you can make . .. why the agents, 


in offering the benefits of New York Life pro- 


tection, render a valuable service to the public. 


SAFETY IS ALWAYS THE FIRST CONSIDERATION...NOTHING ELSE IS SO IMPORTANT 





NEW YORK LIFE INSURANCE COMPANY 


A Mutual Company founded on April 12, LEGS 


THOMAS A. BUCKNER, Chatrman of the Board 51 MADISON AVENUE , NEW YORK, N.Y, ALFRED L, AIKEN , President 





